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A MESSAGE AND A CHALLENGE 


1953 Gas Sales and Service Conference staged at 

the Seymour Hall, London, on March 11 and 12. 
We anticipated the event in entire confidence in its 
organisation and with very great pleasure. ‘Sales,’ it 
will be noted, has been added to last year’s ‘ Service,’ 
though we think that the addition, with all the bans on 
sales and advertising, smacks more of the future than 
the present. Indeed, if there is no lifting of the barriers 
on sales, the outlook is sorry. This does not belie the 
enthusiasm which so obviously exists in the selling side 
of the gas industry and which was so apparent at the 
conference. The event was highly honoured by the 
presence of the Duke of Gloucester, and it was a singu- 
laly happy coincidence that on the day on which the 
Duke of Gloucester opened the conference the Duke of 
Edinburgh visited the Ponders End Works of the 
Eastern Gas Board. This visit is also pictorially 
recorded in this issue of the Journal. 


()s issue today carries a commentary on the 


The 1953 Gas Sales and Service Conference was, in 
ite of the difficulties of the times, eminently success- 
ful and definitely encouraging. There was no ban on 
fee speech and the fact that interest was sustained 
throughout two full days of lively discussion is indica- 
live enough of the value of the addresses given and of 
the organisation behind the whole meeting. Credit in 
this regard is given to the Publicity Officer of the Gas 
Council, Mr. R. J. Gregg. And it is a portent of the 
times that the voice of the manufacturer of gas and 
coke appliances should be heard clearly and unmistake- 
ably and that his counsels should be regarded with 
tespect and to good purpose. An entire session of the 
conference was devoted to the gas water heating load. 
It was an important session; addresses were given by 
experts on the subject from several angles. On later 
pages we publish the paper by Mr. George Ewart and 
our report of the discussion at this particular session. 
Other papers are ‘ high-lighted’ in our commentary of 
the meeting as a whole (p. 606). The problems facing 
the gas water heater manufacturer are formidable; he 


is faced with frustration at every turn. How essential 
it is that his problems should be made known at confer- 
ences of the kind and that his views should be expressed 
and his opinions ventilated and discussed. Ban or no 
ban, the gas industry will have to face increasing com- 
petition from coal, electricity and, by no means least, 
from oil. In focusing attention on this very fact the 
1953 Sales and Service Conference proved its worth. The 
‘hampering drag’ of restrictions was touched on by 
Colonel Sir Harold Smith, Chairman of the Gas Council, 
in his opening address at the conference. All plans of 
reconstruction and modernisation, he said, would be 
nullified if we neglect our sales organisation. During 
the last few years we have been working under the 
hampering drag of restrictions on selling. We have 
been restricted by shortages both of fuel and materials; 
we have been restricted by the high amount of purchase 
tax levied on appliances designed to improve home 
conditions and to eliminate dirt and drudgery; we have 
been restricted by new regulations on the hire-purchase 
of appliances; and we have been restricted by the tem- 
porary curtailment of advertising. But the last thing we 
must do is to accept such restrictions as alibis for an 
inability to sell. We should rather accept them as a 
challenge. 


The point which Sir Harold Smith made was that, if 
that wished-for removal of restrictions does come about, 
are we ready for the order to march ahead? Is every 
one of us, he asked, confident that the sales organisa- 
tion is prepared to the last detail? To our mind that 
is the abiding question of the conference. A message 
and a challenge. 


THE HEAT PUMP 


HE progress which is being made in the develop- 

} ment of the heat pump in this country and the 
United States of America merits the very careful 
attention of the gas industry. Last year Mr. J. A. 
Sumner described the Norwich machine and gave 
results, together with those of a smaller machine applied. 
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to a private dwelling, and Mr. H. L. Dawson discussed 
the economic aspect of the heat pump, both in papers 
presented to the Institute of Fuel, in the Proceedings 
of which, by the way, gas engineers do not take nearly 
enough interest. To get this latter topic out of the 
way first, the very poor contribution and attendance of 
gas engineers at the recent Ash and Clinker Conference 
organised by the Institute is to be noted with regret. 
One would conclude that the gas industry takes very 
little interest indeed in the quality of its raw material. 
And if the Institute of Fuel seems to be almost exclu- 
sively interested in the consumption of raw coal, whose 
fault is that? 


From the technical point of view the heat pump may 
develop into a formidable competitor in the space- 
heating market. Although the Festival machine worked 
very well with a gas-driven motor, the immensely greater 
‘convenience of the electric motor in this application is 
indisputable. And it is now confidently claimed that 
the heat pump has become a sound and economic 
proposition. It will have its limitations. At Norwich 
it is used to heat a very large building—the stores and 
workshops of the Electricity Department with a volume 
of approximately 500,000 cu. ft. and a total wall and 
roof area of 42,500 sq. ft—and the source of low grade 
heat is the nearby river. In the U.S.A. attention has 
been mainly directed to the use of the earth as the heat 
source. No fewer than 20 research schemes are under 
way at a cost of a million dollars. Something is going 
to come out of that. 


The heat pump and its theory have been described 
and discussed in several publications. It is a device for 
up-grading low temperature heat to any desired suitable 
temperature (140°F. is considered reasonably possible) 
—a means of expending mechanical power to deliver 
heat without combustion to any chosen site. Its 
efficiency—Mr. Sumner prefers the term ‘ reciprocal 
thermal efficiency,’ the ratio, heat delivered /work 
expended—was about 3.2/1 in the Norwich experiment, 
and it is anticipated that with certain improvements it 
may go to 4/1. Mr. Sumner himself installed an experi- 
mental heat pump in a new bungalow with an area of 
1,500 sq. ft. Copper pipes 3-in. bore were laid in a 
vermiculite concrete floor and the building was insu- 
lated at roof and walls. The circulating water was 
taised to a temperature of 95°F. which provided a uni- 
form inside temperature of 58°F. The system replaced 
a 10 kW immersion heater which achieved the same 
result with a consumption of 90 units per day. During 
the 10 days for which heat pump records were available 
the average daily consumption was 32 units, equivalent 
to a total consumption of 5,760 units in a heating season 
of 180 days, and a coal consumption of 2} tons at the 
power station—truly a formidable competitor. 


The heat pump is so far handicapped by its high 
capital cost. But it is not handicapped by any inability 
to supply domestic hot water. It is anticipated that hot 
water at 140°F. can be supplied with a reciprocal 
thermal efficiency of at least 3, while it is estimated 
that this could be raised to 4 in a combined system. 
Mr. Dawson discusses the question whether the saving 
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on the fuel bill will offset the high cost of the heat pump, 
Like all machines, it works best on a pretty full load. 
Any definite answer will depend on fuel and other costs, 
But it was not surprising to read that economy will be 
achieved on the lines of an installation to cover base 
load supplemented by other means to cover ‘ the com- 
paratively few occasions when extra heat is required.’ 


The apparatus has other advantages. It can be used 
as a ‘coolant’ giving air conditioning—which is not 
likely to be often called upon in this climate. It is 
exceptionally responsive to thermostatic control. The 
heat content of the system is low compared with others 
and wastage is therefore slight. On the other hand, it 
would appear to be difficult to apply it to sites without 
a river or other body of water, or a fair sized open space 
of ground, immediately contiguous. 


The theory and practice of the heat pump should defi- 
nitely be in the syllabus of advanced studies of the gas 
engineering pupil. It cannot be ignored by his seniors. 


CONTRACTORS AND ACCIDENT PREVENTION 


Mr. W. Dawes, Safety Officer of the Woodall Duckham 
Vertical Retort and Oven Construction Co. (1920), Ltd., is 
the first Chairman of the London Building and Engineer- 
ing Contractors’ Accident Prevention Group formed last 
month at a meeting at the Home Office Safety, Health, 
and Welfare Museum under the auspices of the London 
Industrial Co-ordinating Committee. The accident preven- 
tion groups under the co-ordinating committee have for 
some time been seeking to promote connections with build- 
ing and constructional engineering contractors, not only 
with the aim that they might be more closely linked with 
safety efforts but because most industrial firms have from 
time to time to secure the services of those professions on 
their own premises and the industrial members hope to 
learn much from closer co-operation. The inaugural 
meeting, attended by 41 delegates from 33 building and 
contracting firms, was addressed by Sir George Barnett, 
Chief Inspector of Factories, and Major-General B. K. 
Young, Director-General of the Royal Society for the Pre- 
vention of Accidents. The former reviewed the dangers 
to which building operatives were exposed and pointed out 
that the risk of an accident proving fatal if it occurred on 
a building operation was about six times as great as it 
would be if it happened in a factory. Accidents on build- 
ing operations average between 12,000 and 13,000 per 
annum; slightly less than half are due to falls, one-fifth 
to carrying, wheeling, moving, or lifting by hand, one- 
tenth each to stepping on or striking against objects and 
to the use of hand tools, and the remainder to a number 
of miscellaneous causes. The formation of an accident 
prevention group will not in itself reduce the risks of injury, 
but the enthusiasm at the inaugural meeting was a happy 
augury and Mr. Dawes said he felt sure it was possible to 
look forward to proving that there is indeed something 
accident prevention. He also looked forward to the forma- 
tion of similar groups throughout the country and a general 
increase in the space devoted by the Technical Press to 
accident prevention in the interests of the building and 
engineering contracting industries. The group is to meet 
at monthly intervals. 
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Personal 


Mr. W. D. Wilson and Mr. G. E. Withers, Managing Director 
and Secretary respectively of George Wilson Gas Meters, Ltd., 
have resigned from the Board of Meters, Ltd. It is also 
announced that Mr. P. A. MacDiarmid and Mr. Geoffrey 
Barlow, Deputy Chairman and Managing Director respec- 
tively of Meters, Ltd., have resigned from the Board of 
George Wilson Gas Meters, Ltd. 


> <-> <> 


Mr. F. Brian Holmes, M.INST.GASE., a Director of B.H.D. 
Engineers, has been appointed Chairman of the company 
in succession to the late Mr. D. M. Henshaw. 

<> <> <> 


Mr. S. A. Ward, a member of the sales staff of the Parkinson 
Stove Co., Ltd., has been appointed to the firm’s South Western 
England area staff. This will 
be no new territory for Mr. 
Ward, whose first years in the 
gas industry were spent in 
Somerset with the old Bath Gas 
Company. He was also for two 
years on the headquarters staff 
of the South Western Gas 
Board. The new appointment 
follows on a_ successful sales 
promotion trip to Johannes- 
burg, where Mr. Ward’s efforts 
did much to _ increase the 
interest of South Africans in 
gas appliances. Before going to 
South Africa, Mr. Ward was on 
the sales staff of the firm’s 
London office. 
<-> <> > 


Mr. W. L. Henderson has resigned his position as Assistant 
Secretary to the Engineers’ Guild as from April 1 to take up 
a position in industry. The General Council of the Guild has 
appointed Mr. J. G. Orr to succeed Mr. Henderson. Mr. Orr 
is a graduate of Cambridge and a barrister-at-law, and until 
recently he was with the British Motor Trade Association. 


Septem 





Obituary 


Mr. Hubert John Ashwood, Mechanical Engineer to the 
Wales Gas Board, died suddenly at Cardiff on March 6. Mr. 
Ashwood came to the gas industry from Ruston & Hornsby in 
1936, being appointed by the Severn Valley Gas Corporation 
and Gas Consolidation, Ltd., as a maintenance engineer. 
Under these companies, Mr. Ashwood developed a mechani- 
cal engineering and gasholder maintenance and repair branch, 
as well as a transport department for handling coal to certain 
of the companies’ undertakings. In 1949 Mr. Ashwood was 
appointed by the Wales Gas Board as its Mechanical Engi- 
neer, undertaking the organisation and administration of main- 
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tenance and repair work to the many gas works in the Board’s 
area. In the latter, as in the former, he earned the apprecia- 
tion of his chiefs for the competent way he carried out his 
duties, and the respect of his colleagues in the gas industry 
by his endeavours to be as helpful as possible whenever occa- 
sion offered. 


IDEAL HOME EXHIBITION 


— — —— —— 


LIMIT] 





Two noteworthy stands in the Gas Section at the Daily Mail 
Ideal Home Exhibition at Olympia are those of Bratt Colbran, 
Ltd., and R. & A. Main, Ltd. 


The former gives prominence to the new ‘ Heaped’ fire, 
making its appearance at the show for the first time. Also on 
display are the well-known ‘ Portcullis’ gas fires in hearth and 
wall panel types, including the completely new ‘ Port Royal” 
convector radiant gas fire. 


The chief feature of the stand of R. & A. Main, Ltd., is 
the No. 20 ‘Century’ cooker, models of which are shown 
both with and without the hotplate side extensions which are 
available as an ‘ extra.’ Main gas water heaters of both instan- 
taneous and storage types are on view, together with the new 
*B.B.U.” device which enables a solid fuel back boiler to be 
heated by gas in the off season. 





Diary 


March 19.—London Juniors: All day visit to Chesterfield 
Works of the Staveley Iron and Chemical Co., Ltd. 

March 19.—Wales Juniors (North): Visit to works of C. R. 
Averill, Ltd., Caergwrle; talk on ‘ Painting Problems’ by 
a member of the technical staff of C. R. Averill, Ltd. 


March 21.—Midland Juniors: Annual Dinner; Imperial Hotel, 
Birmingham. 


March 26.—Midland Juniors: President’s Day, Birmingham. 


March 26.—North Thames G.C.C.: Westminster City Hall, 
Charing Cross Road, W.C.2. 

March 26.—Northern and Manchester and District Sections, 
LG.E.: Joint Meeting and Visit to new Howdon gasworks. 

March 26.—Kast Midlands Sales and Service Circle (Sheffield 
and Rotherham division): Address by F. E. Sheldon, Sales 
Superintendent, Sheffield undertaking. 


March 27.—Scottish (Western) Juniors: Royal Technical 
College, Glasgow. Short Paper Night. 


March 28.—Yorkshire Juniors: Short Paper Meeting, A. 
Moore, G. Sladdin, and D. Thomas. Leeds University. 


March 28.—Western and Wales and Monmouthshire Juniors: 
Joint visit to Bedwas Coke Ovens, Newport, Mon. Dis- 
cussion on Coke Oven Gas Supply compared with normal 
Gasworks Methods of Carbonisation. 


April 1.—Eastern Juniors: ‘Small Works Practice, H. W. M. 
Fiske and E. S. Williams (Members); Peterborough. 


April 7.—South Eastern G.C.C.: Katherine Street, Croydon, 
2.15 p.m. 


April 10.—London Juniors: Discussion on Report of the Gas 
Industry Productivity Team’s visit to America. 178/180, 
Edgware Road, W.2, 6.30 p.m. 


April 11.—Scottish (Eastern) Juniors: Paper by I. M. Anderson. 
Kirkcaldy. 


April 15.—Manchester Juniors: Evening Meeting at Radiant 
House, Liverpool. Reading of Papers. 
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His Royal Highness the Duke of Gloucester declares the Gas Council's conference open. 


Wisi consummate organisation skill the 1953 Gas 
Sales and Service Conference started its two-day 
fling last Wednesday, March 11. The conference 
was honoured by His Royal Highness the Duke of 
Gloucester, who opened the meeting. The Duke said it 
was not the first time he had come into contact with 
the industry, and he had always been impressed by the 
magnitude and bewildering variety of its activities. Its 
labour-saving fuels, gas and coke, were making life easier, 
happier, and more comfortable in millions of homes. Not 
only did industries of all kinds rely on gas and coke 
to provide the speedy and accurate heat needed for 
manufacturing processes, but also the practice of the 
gas industry preserved for the nation the many sub- 
stances derived from coal. The derivatives of coal num- 
bered some three thousand, a staggering figure, and His 
Royal Highness felt it was a great pity that the public 
generally knew so little about that wonderful treasure 
house from which came so many products which were 
essential for the health, wealth, and comfort of the 
nation. 


A Wealth of Tradition 


The gas industry, continued the Duke of Gloucester, 
was fortunate in having a great tradition behind it, built 
on a long and prosperous history of service to the com- 
munity. At every stage of its career it had shown an 
extraordinary power to adapt itself to the needs of the 
community and to the changing demands of commerce; 
it had always been imaginative and constructive in 
development. Gas appliances today, he added, were 
very different from those of twenty years ago; they were 
more economical and were more efficient. Thereby the 


housewife’s task was lightened and, he hoped, her pocket 
saved. It certainly meant greater economy in the use of 
national fuel resources. Such results amply justified the 
research and development on which the industry’s tech- 
nicians were constantly engaged. His Royal Highness also 
mentioned the value of the work of the industry in reduc- 
ing the smoke nuisance. 


A Great Public Utility 


The assembly, he continued, was representative of sales 
and service personnel of a great public utility, who were 
responsible for a most important part of the work of the 
industry. Without the sales factor the industry would not 
have business in appliances, or market research and 
development. Without service it would not make progress. 
One was dependent upon the other; inseparable, they pro- 
vided together a first-class organisation designed to satisfy 
customers. He hoped that the gas industry would con- 
tinue to progress and prosper. 


Mr. D. P. WeLMAN (Chairman, North Western Gas 
Board), proposing a vote of thanks, said it was his pleasant 
task to endeavour to convey to His Royal Highness the 
great honour and the sincere pleasure that all present 
felt in his presence to open the conference. The gas 
industry was an indispensable public service; it was 
also, and it was perhaps not so widely appreciated, a very 
great national asset in day-to-day economic life. The 
interest of the Royal Family in its work was perhaps 
one of the greatest sources of encouragement which those 
who served the industry could have to help them along 
their way. Recently Her Majesty the Queen had graci- 
ously extended her Royal patronage to the Institution 
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of Gas Engineers, and His Royal Highness the Duke of 
Edinburgh had accepted Honorary Life Membership of 
that body. Now the Sales and Service Conference was 
privileged to have present His Royal Highness the Duke 
of Gloucester to focus in the public minds its activities 
in dealing with that most important aspect of the industry’s 
work, sales and service. His Royal Highness would per- 
haps appreciate that not only was his presence valued 
highly by the Gas Council and by the delegates represent- 
ing the area boards, but also by something like 145,000 
individual men and women who devoted their lives to the 
service of the industry and the public. Again, his presence 
was highly valued by the appliance makers, who contri- 
buted so much to the gas industry’s sales and service 
organisations in assisting the public. Each and everyone 
would take his interest as a very great compliment and as 
a great encouragement. 


The vote of thanks was accorded with great enthusiasm 
and with prolonged applause. 


Civic Welcome 


COLONEL SIR HAROLD SMITH, Chairman of the Gas 
Council, who presided at the opening ceremony, expressed 
a welcome to the Mayor of St. Marylebone, Alderman 
Howard C. Rowe. It was due to the St. Marylebone 
Borough Council, he said, that the industry was able to 
use the Seymour Hall again for the conference. 


THE Mayor OF ST. MARYLEBONE Offered a cordial wel- 
come on behalf of the Borough to all the delegates 
assembled and he congratulated the organisers on their 
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foresight in selecting as their meeting place what he 
and his colleagues were pleased to regard as one of the 
most important boroughs of London. It might be of some 
interest, he said, and it was certainly a little ironic, that 
Seymour Hall housed half the Corporation’s baths, and its 
lighting, heating, ventilation, water heating, laundry 
machinery, and everything else was operated by electricity! 


As a matter of fact it was extremely cold during the 
opening session, in spite of the thousands of British 
Thermal Units given off by the thousands of delegates 
attending. 


Mr. H. F. H. Jones, Deputy Chairman of the Gas 
Council, in most felicitous vein proposed a vote of thanks 
to-the Mayor. 


COLONEL SIR HAROLD SMITH then addressed the meeting. 


Royal Patronage 


In the course of his opening address, Sir Harold said 
how greatly honoured they were by the presence of His 
Royal Highness the Duke of Gloucester, who had found 
time, among his many other duties, to attend the confer- 
ence and to open. the proceedings. Each one of them 
was encouraged by this further example of the interest 
taken by the Royal Family in the welfare of the gas 
industry as in the other industries of Great Britain. On 
behalf of the whole gas industry, Sir Harold expressed 
prefound gratitude to the Duke of Gloucester. 


Sir Harold went on to thank the Mayor of St. Maryle- 


In the Conference Hall. In the background of our photograph can be seen some of the exhibits at the minor ‘ Ideal Home.’ 
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Sir Harold Smith declares the conference open. 


bone who had given them so warm a welcome to his 
Borough. 


Aceent on Sales 


‘You will have noticed,’ continued Sir Harold, ‘ that 
there is a change in the title of our conference this year. 
Last year the occasion of our coming together and dis- 
cussing problems of common interest was entitled ‘“‘ The 
Gas Service Conference.” This year the scope of our 
title has been widened to include the word ‘ Sales.’ There 
is a very good reason for calling this national conference 
a “ Gas Sales and Service Conference ” for, as Your Royal 
Highness so pertinently observed, sales and service are 
necessarily interdependent so far as the gas industry is 
concerned. It is impossible to maintain our sales without 
good service, nor can we provide the service we aim 
at giving, if we do not plan our selling on the right lines.’ 


The gas industry had now been working under its new 
organisation for almost four years. During this period 
a considerable amount of reorganisation and integration 
of the industry had been carried out with the object of 
providing the community with an even better service than 
heretofore. It was natural, perhaps, that this development 
work should start on the manufacturing and distribution 
side, for, owing to the war, the plant capacity of the 
industry had fallen short of the growing demands being 
made upon it. Since vesting day 106 gasworks had 
been closed down by the area boards. This was not 
due to any decrease in the sales of gas; on the contrary 
the present demand for gas was about 15% more than in 
the last year prior to nationalisation. The closing of the 
smaller works was a part of the boards’ policy of improv- 
ing and developing their service to the public. The 
closing down of these small works and the supplying of 
gas by larger works, some of which had been reconstructed 
and modernised, made for definite economies and greater 
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efficiency of service. Further economies were being 
effected by improvements in the efficiency of the gas- 
making process. During the year ended March 31, 195}, 
the average yield of gas per ton of coal carbonised at 
gasworks was 71.62 therms. This was the average figure 
for the whole country. In the next year, that ended 
March 31, 1952, the average yield rose to 72.77 therms. 
This might not sound a very formidable increase, but 
it represented the saving during the year of some 440,000 
tons of coal, which at the present average price meant 
a saving of over £1,500,000 in terms of money. Even 
deducting the probable revenue from the by-products 


obtainable if those 440,000 tons of coal had been treated 
at the gasworks, a net financial saving of some £600,000 
in gas-making 


remained as a result of this increase 
efficiency. 


The Drag of Restrictions 


But all plans of reconstruction and modernisation would 
be nullified if they neglected their sales organisation. 
During the last few years they had been working under 
the hampering drag of restrictions on selling. They had 
been restricted by shortages both of fuel and materials: 
they had been restricted by the high amount of purchase 
tax levied on appliances designed to improve home con- 
ditions and to eliminate dirt and drudgery; we had been 
restricted by new regulations on the hire-purchase of 
appliances; and they had been restricted by the temporary 
curtailment of advertising. But the last thing they must 
do was to accept such restrictions as alibis for an inability 
to sell. They should rather accept them as a challenge. 


Moreover, they would not have to endure the burden 
of these restrictions for ever. Some of them had already 
gone—appliances, for example, were now very much more 
freely available than they were a couple of years ago. 
They were hoping that the other restrictions on develop- 
ment would also shortly be lifted or at any rate lightened. 


Are We Marching Backwards ? 


‘But,’ asked Sir Harold, ‘if that wished-for removal 
does come about, are we all of us ready for the order 
to march ahead? Is every one of us confident that the 
sales organisation is prepared to the last detail? Is 
each one of us educated in the latest developments in 
domestic appliances and in the arguments to bring home 
to prospective consumers the advantages in the use of gas 
to improve the standard of home life? ’ 


Gas was used for one purpose or another in nearly 
11,400,000 households in this country. That meant that 
about 42 mill. individuals were enjoying the services of 
gas in- their homes. The vast majority of consumers 
cooked by gas and statistical evidence showed that, in the 
new homes now being built all over the country, four out 
of every five housewives chose gas for cooking. The 
cooking load was a most valuable load and was indeed 
the foundation of their domestic business. ‘But it 
is not in that direction that we could look for the greatest 
developments in the future. A recent official survey sug- 
gests that 43 out of every 100 homes in the country had 
no piped hot water supply. Here is an obvious oppor- 
tunity for gas to increase its services to the housewife.’ 


‘But such opportunities, concluded Sir Harold, ‘do 
not fall into the laps of those who only stand and wait. 
We must keep the public informed of the services we are 
able to offer them. In reply to those who believe that 
competition is wasteful and expensive to the consumer, I 
would say that the most likely way of reducing the price 
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of a commodity in these days of rising production costs 
js to produce and sell it in greater quantities. In order 
to sell our commodities in greater quantities we must make 
our consumers aware of the facilities we can offer them 
for improving the amenities in their homes by the more 
efficient and increased use of gas and coke.’ 


All About New Housing 


Sir Harold Smith at this stage vacated the chair in 
favour of Mr. W. K. Hutchison, Chairman of the South 
Eastern Gas Board, who opened the first business session 
on ‘New Housing and Gas.’ 


There was one paper at this session—by Mr. W. Eric 
Adams, C.B.E., General Manager of the Harlow Develop- 
ment Corporation, who spoke on the development of the 
New Town of Harlow. Mr. Adams explained that great 
care and thought are given to the internal layout and 
design of each new house and flat type, and tenants are 
naturally given the choice of gas or electricity for cooking 
and heating. A very practical problem in which the gas 
industry might well be able to help, he suggested, arises 
in connection with smokeless fuel fires. In all Corpora- 
tion houses fitted with open fires the most modern type 
of appliance is used, suitable for burning every type of 
fuel but particularly adapted to the clean and efficient 
use of coke. ‘ Nevertheless, experience shows that in few 
homes is this clean, modern fuel used to any appreciable 
extent. No doubt this is partly due to the traditional 
English love of the cheerful flames of a coal ‘fire, but 
it may also be because there are many people who do 
not understand how to get the service from their fireplaces. 
Here perhaps is a problem to which the service organisa- 
tions of the gas industry might well give their attention 
if the dirt, wastefulness, and fog produced by old- 
fashioned methods of open fire heating are to be over- 
come.’ 


A vote of thanks to Mr. Adams was proposed by 
Mr. S. A. King, Sales and Service Manager, Tottenham 
Division, Eastern Gas Board, seconded by Mr. A. 
Bujnowski, Sales and Publicity Officer, Glasgow Division, 
Scottish Gas Board. 


Domestic Water Heating 


Wednesday afternoon was devoted to the domestic 
water heating load. 


Chairman at the session was Mr. SYDNEY SMITH, Chair- 
man of the East Midlands Gas Board, who said that in 
the years since the war conditions in which the salesman 
had had to work—and it would be agreed that quite 
often he had not needed to work very hard—had pro- 
duced a number of phrases which, through constant 
Tepetition, had become clichés. For a long time the 
market for almost everything was described as a sellers’ 
market. More recently the market for quite a lot of 
commodities had been called, with boring monotony, a 
buyers’ market. The buyers’ market was what they would 
all hope and expect to be the normal market. In a 
Properly ordered world, every market would be a buyers’ 
market, for in the conditions indicated by that expression 
the purchaser had unfettered freedom of choice, from a 
range of competing articles offered at competitive prices 
m every field. Those who were actively engaged in 
selling before the war could recall such conditions well. 
The real salesman remembered with considerable relish 
that the days of hard competition were a challenge to his 
Imagination and resourcefulness. 
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Memory is Questionable 


But, continued Mr. Sydney Smith, there were many 
people who were not old enough to recall the conditions 
obtaining before the war. And if they listened to some 
of the people who did remember the pre-war conditions, 
they might get a misleading impression of the conditions 
which confronted them to-day. The atmosphere, the 
whole climate of trade, even the common or garden 
every-day behaviour of the individual, had changed, and 
the changes could be regarded as permanent. 


In the gas industry, said Mr. Smith, there was a selling 
job to be coped with. This job seemed to be imperfectly 
understood in some quarters and by some people in posi- 
tions of authority whose views and pronouncements were 
often given wider publicity than were the views of those 
whose work it was to conduct a highly intricate business 
and to know the facts and the chapter-and-verse reasons 
for those facts. One was apt to get a little tired of 
observations by people who were not only uninformed 
but who clearly had taken no steps whatever to provide 
themselves, by thought, study, or enquiry, with details 
and facts to support their assertions and contentions. How 
many times during the last few years had they heard 
the questions: ‘Why should the gas industry have to 
advertise? It is nationalised now, isn’t it?’ ‘If people 
have gas laid on, how can advertising or salesmanship 
make them use more?’ ‘Now that gas and electricity 
are both under public ownership, surely there is no longer 
any need for them to compete with each other? ’ 


It would take a much longer time than he had at his 
disposal, said Mr. Smith, to answer those questions as fully 
as they should be answered. But he put a few points in 
an attempt to straighten out one or two issues which 
so often had been distorted in public utterances It was 
quite common to hear the question, in reference to a 
nationalised industry, ‘ Why should public money be spent 
on this or that?’ People who asked such questions 
apparently overlooked the fact that the money spent by, 
for instance, the gas and electricity industries, for what- 
ever purpose, in the days of private enterprise or muni- 
cipal ownership was just as much public money as it was 


Here the Duke of Gloucester is seen shaking hands with 

R. J. Gregg. The photograph includes Sir Harold Smith, 

Mr, Sydney Smith, Mr..G. E. Currier, Mr. D. P. Welman, and 
Sir Andrew Clow. 
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Mr. Philip Lang epitomises his winning paper. Dame Vera 
Laughton Mathews and Mr. Michael Milne Watson are on 
Mr. Lang’s right. On his left is the trophy. 


under nationalisation. There had been plenty of un- 
informed criticism of the gas industry’s advertising—not 
of the nature of that advertising, but of the fact that 
any money at all was being spent on advertising since 
nationalisation. 


The Spur of Competition 


In answer to such criticism he asked one or two ques- 
tions and replied to them. First, in what way had the 
functions and aims of the gas industry altered as a result 
of nationalisation? His answer was that they remained 
exactly the same—to provide an efficient and reliable 
service of fuel and the best appliances to utilise that fuel 
that research and ingenuity could devise. 


Secondly, should gas compete with electricity? Of 
course it should. In conditions of competition the public 
could invariably be relied upon to sort matters out in the 
way which served them best. To abolish competition 
was to standardise mediocrity. 


Thirdly, yes, but why should gas boards advertise? 
The real answer, which was most impressive and extremely 
telling, was a long one. He contented himself by saying 
that a gas board had to conduct its business as economi- 
cally as possible, just like any other business. There was 
no magic about it; it had to perform its selling function 
at the lowest possible cost. Advertising, properly con- 
ducted, enabled it to sell its commodities and service at 
a lower overall cost than would otherwise be possible. 
Without the advertising of the gas industry in the past, 
and the results from it, the housewives of this country 
would not be enjoying the use of the appliances available 
to them to-day. Moreover, without the quantity produc- 
tion provided by advertising, the research and experimen- 
tation which had produced modern gas appliances could 
never have been financed. 


They were back to the conditions of a buyers’ market: 
but it was a very different market from that before the 
war. A whole generation of people were with them who 
had never known what it was to be able to choose some- 
thing. They had been nurtured on standardised medio- 
crity and they had to a considerable and, in his view, a 
serious, extent grown accustomed to putting up with some- 
thing less than the best, even with something less than 
adequate. Under the changed conditions today, a choice 
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was being presented to them to which they had not been 
accustomed; but it was something which they would 
quickly learn how to exercise. That was where the sales- 
man came into his own. 


Gracious and Intelligent Living 


Everybody who had a sound product or service to sell, 
and had sound reasons for doing so, had the opportunity 
to influence and guide that choice in the direction of 
some of the most important aspects of gracious and 
intelligent living. There would be plenty of people com- 
peting for the pounds, shillings, and pence of the public 
—and he did not mean only in the field of luxuries, but 
in the field of public utilities—who would offer something 
that the public must use domestically for one purpose or 
another. 


There was something ungracious about the pile of 
washing-up which was allowed to accumulate in some 
households throughout the day because there was no 
handy and convenient source of the necessary hot water. 
A relatively simple gas appliance could provide all the 
hot water wanted for washing-up and for a dozen other 
purposes, in the exact quantity required and at the exact 
time it was wanted. There were indications that the 
strangle-hold of the ban on promotional publicity might 
be eased, as it surely must be if they were to survive. 
‘A joyous prospect is before us. Get back on to your 
toes and sell.’ 


A Glimpse of the Future 


First of the addresses was by Mr. L. W. Andrew, Senior 
Technical Officer, Watson House, on the _ technical 
aspect. In this the author glimsed future developments 
as well as presenting in brief the situation as it is today. 
The present position of water heating generally, he 
remarked, makes it clear that the gas industry should 
have available a whole range of appliances, from those 
of low total cost giving a limited service to those designed 
specifically to give the best possible completely automatic 
service. It would be a great pity if, in our desire to serve 
the bulk of people with limited means, we overlooked 
the prestige value of the more limited number of abso- 
lutely first-class installations. It is, however, of immedia- 
ate importance to develop new appliances which will 
reduce capital, installation and running cost. The follow- 
ing tentative suggestions are put forward:— 


(1) Improved conversion units for back boilers and 
coke boilers to give bulk hot water in the summer 
at very low capital and installation costs. 


(2) Cheaper sink heaters, even if this may mean some 
sacrifice of service in the present standards of con- 
venience. There must not, however, be any relaxa- 
tion of standards of safety. 


(3) Cheaper bath heaters, along similar lines to the 
development of cheaper sink heaters. 


(4) Increased use of the balanced flue principle. This 
may well lead, in some circumstances, to a reduced 
installation cost. 


(5) Improved maintenance characteristics of instan- 
taneous heaters associated with a higher and more 
constant temperature rise. 


(6) Increased use of divided storage in storage systems 
to give reduced running costs. 


It can be argued that these suggestions are somewhat 
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pious, but the author is convinced that progress is pos- 
sible on each of them, and also, some such improvements 
must come about if we are to dominate the water heat- 
ing market. 


‘A Manufacturer’s View’ was then put forward by Mr. 
George Ewart, Sales Director, Ewart & Son, Ltd., whose 
paper is published substantially in full on later pages. 


We give our report of the discussion on the whole of 
the composite water heating session in this issue. 


A Man of Determination 


Mr. Ewart was followed by Mr. Frank Fisher, Sales 
and Service Officer, Liverpool Group, North Western 
Gas Board, who spoke from the angle of the salesman. 
Said Mr. Fisher: ‘We have been demanding for years 
that the manufacturers should up-grade their appliances. 
We have demanded all the eye-appeal and “stylising ” 
of the American and Continental manufacturers. Con- 
currently with this, we have insisted upon the very high 
technical standards demanded by our industry and the 
housewife. We have been asking for nothing less than 
the best and now that the manufacturers have given it 
fo us, we seem unable to dispose of the appliances in 
the volume that the manufacturers have made available. 
The manufacturers, therefore, have three courses open 
to them (1) to make cheaper appliances, (2) to make 
electric appliances, and (3) to go out of the gas appliance 
business and concentrate on making other goods.’ 


As an industry, said Mr. Fisher, we should be able to 
sell to the potential annual market all the gas cookers, 
refrigerators, fires, water heaters, etc., that the manufac- 
turers can produce, instead of, with the exception of 
cookers, selling a tiny fraction of it. ‘Look at this through 
the manufacturer’s eyes. He cannot possibly work for 
nothing. We do have the advantage that we can go on 
selling gas through obsolete and out-of-date appliances, 
but that will only be for a time. Let us in the industry 
show more commonsense and realise what is happening to 
our brother—the gas appliance manufacturing industry— 
because what happens there will eventually happen to us.’ 
The author admitted, however, that, although there is a 
great need for domestic hot water, until the purchase tax, 
hire-purchase restrictions, and advertising restrictions are 
removed, we cannot let the British public know what we 
can do. 


. Mr. Fisher holds strong views on recruitment and train- 
ing. In his opinion the assessment of a salesman requires 
the following analysis: Sales personality 65%, ‘culture’ 
15%, ‘education’ 10%, and gas knowledge 10%. And he 
believes that the principal source of recruitment is from 
outside the gas industry. 


Then came a paper on ‘ The Function of Coke’ by Mr. 
E. T. Pickering, Area Chief Chemist, West Midlands Gas 
Board. The author stressed the need for informing the 
public of the positive advantages of burning coke in 
modern appliances and to follow this up by advice and 
demonstrations. Used in modern appliances, coke is 
just as simple to use as coal, but every appliance and 
every fuel has characteristics which need a certain amount 
ot understanding if the best results are to be obtained. 
Before the war the industry increased its sales of gas 
by well-directed sales campaigns, but, by and large, coke 
was left to dispose of itself. Unless, in this respect, coke 
i treated as a real partner of gas, it is the author’s opinion 
that the policy of the Gas Council, with its potential 
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advantages to the community, the individual, and the 
industry, will not prevail. 


Pious Hope 


‘ As I see the picture,’ said Mr. Pickering, ‘ considerably 
more coke can be made available for domestic use, and 
the grates for which it is the best fuel are being installed 
in large numbers. The question is then, how are we to 
ensure the use of coke in a substantial proportion of the 
immense new number of modern multi-fuel appliances 
now being installed? I think more could be done to 
improve the quality of coke, and particularly its 
uniformity. But in addition I think we require the initia- 
tion and vigorous prosecution of an educative publicity 
and sales campaign.’ 


Final paper at this session was by Miss Margaret Sher- 
man, of the News Chronicle, who maintains that women 
will no longer be gulled by bright patter or glossy adver- 
tising which misleads them. What count are the prac- 
tical facts and the goods themselves—how much the hot 
water service costs and what the housewife gets for her 
money. 


Shop Window 


The session on Thursday morning was devoted to ‘ Gas 
Shop Window,’ three addresses being presented. The 
Chairman at this session was Mr. C. H. Chester, C.B.E., 
Chairman of the South Western Gas Board. 


First on the agenda was ‘ The Place of the Showroom 
in the Pattern of the Gas Industry’ by Mr. Denis A. C. 
Butlin, Director of Public Relations, National Cash 
Register Co., Ltd., who expressed the opinion that neither 
the external nor the internal appearance of gas industry 
showrooms generally conveys to the public at large the 
idea that gas is a clean, efficient and modern fuel. With 
notable exceptions, the average gas office, in his view, 
tends either to depress one with its solemn splendour or 
fails to impress one at all. 


‘Indeed, it would be true to say,’ remarked the author, 
‘that—except during that period of the year when our 
lives are governed by the artifice of Summer Time—within 
a few minutes of closing, many a gas showroom ceases, 
as such, to exist at all. As soon as the last customer has 
been persuaded to leave the premises and the last hat has 


A view of the exhibit of Walter King, Ltd., at Seymour Hall. 
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been collected from the peg, off go the lights, bang go the 
bolts, and the gas showroom is consigned to the dark 
limbo of the night. Yet, down the street, the pavements 
are still awash and will remain—until late into the night 
—awash with the cascading radiance of electricity! Not 
from the windows of the electrical authority alone but 
from the windows of all the electrical and radio dealers 
on both sides of the road. It can, of course, be argued 
that dark windows do not attract moths. They certainly 
do not attract business! In fact, dark windows in gas 
showrooms are one certain method of driving it away.’ 


In face of the statistical fact that for every gas show- 
room in this country, there are no fewer than 25 show- 
rooms-—of one sort or another—propagating the case for 
electricity, Mr. Butlin argued that the gas industry could 
not allow the ‘lights out’ policy to sap the strength of a 
business which is a public property. 


Exhibitionism 

In a paper on display, Mr. R. B. Aunger, Display Officer 
to the Southern Division of the South Western Gas Board, 
maintained that in the gas industry too few people are 
employed specifically as displaymen. Consequently the 
job of dressing windows falls to the lot of someone who 
considers it of secondary importance and who may not 
have the time to give it the care and attention it warrants. 
Should the industry consider engaging a display expert 
whose sole job would be to plan and create, supervise and 
maintain the displays for each group of showrooms? Mr. 
Aunger has no doubt about the answer to this one. And 
the man appointed should be given the facility of a studio 
of some sort and be permitted to spend a reasonable 
amount on display aids of one kind and another. In this 
way, display purchases, which need not be unnecessarily 
extravagant, would be the responsibility of the expert. They 
would serve a far wider usefulness, being available for all 
showrooms under his care, and would lead a much longer 
and more productive life. This displayman, the author 
suggested, should be in sufficiently close contact with the 
commercial officer so that should there be a falling-off 
in the demand for any particular appliance, his attention 
might be focused on the fact and prominence given to its 
display in all showrooms. In this way he would soon 
become aware of the trend in sales. But what is of greater 
significance, he would be in a position to give careful 
thought and study to the rectifying of any deficiencies at 
the earliest stage. A sound selling organisation will 
endeavour to forestall any drop in sales without waiting 


for the catastrophe to happen. Good windows will greatly 
assist in this process. 


Mr. C. Warrenne, Exhibitions Officer to the Gas Council, 
followed up Mr. Aunger’s paper with an address in which 
he emphasised that, like most things, if displays are worth 
doing at all, they are worth doing well—a shoddy or make- 
do job is much worse than nothing at all. So, he said, be 
prepared to invest some money to make the showroom 
windows attractive and paying concerns. The budget 
should be worked out with a careful evaluation of the 
possible return, either on a short or long term programme. 


There can hardly be disagreement with Mr. Warrenne’s 
yiew that the gas industry is going to have serious com- 
petition from electricity in the very near future, especially 
when the ban on promotional publicity and selling is lifted. 
Many new power houses are coming into service, pro- 
ducing millions of kilowatts of power for which con- 
sumers will have to be found. This means that the elec- 
trical industry will need to sell itself in a big way through 


nation-wide publicity campaigns in which the showroom 
will play an important part. ‘We in the gas industry,’ 
remarked the author, ‘ must be ready to hold our position 
as a utility service second to none.’ The gas industry will 
have to see that its publicity and selling organisation is up 
to the task. First and foremost, this means that show- 
rooms must be good. They must be well lighted and have 
bright, attractive displays all the time. They must be 
clean and cheerful places that people will want to visit 
with assurance that they will be welcomed. All this is 
good display! 


Then came presentation of the winning paper in the Gas 
Salesmen’s Circles Competition. First winner of the Gas 
Council’s Challenge Trophy for the best paper read at a 
Gas Salesmen’s Circle during 1952 is Mr. Philip Lang, 
of the Southern Gas Board’s Northern Section Circle. His 
paper was on ‘ Gas Salesmanship and Consumer Service.’ 
Mr. Lang is Showroom Manager of the Andover unit, and 
it is interesting to record that in 1949 he was awarded the 
Institution of Gas Enginers Certificate (first class) in Gas 
Salesmanship and Consumer Service, being at that time the 
only employee in his Board to hold it. 


Mr. H. F. H. Jones, Deputy Chairman of the Gas 
Council, said it was only right that he should express the 
thanks of all concerned in the industry to the judges, who 
had had to read all the papers. The judges were Mr. 
G. W. Battison, Editor, Gas Service, Mr. H. R. Hart, 
Commercial Manager, East Midlands Gas Board, and Mr. 
R. J. Gregg, Publicity Manager of the Gas Council, and 
they had earned the industry’s warm thanks for the hard 
work which they had done. 


Presentation of the Challenge Trophy was made by 
Colonel Sir Harold Smith. 


An Inspired Meeting 


Mr. R. H. Bone, Commercial and Sales Officer, Scottish 
Gas Board, in proposing a vote of thanks to the Gas 
Council expressed the indebtedness felt by the sales and 
service personalities of the industry to the Council for 
sponsoring the conference. The success of the first 
conference was still fresh in their minds, but none would 
dispute that the second had been an even greater success. 
The timing of the conference had been most opportune; 
they had received valuable and inspiring papers at a time 
when they could be most helpful, and they had listened 
to keen and invigorating discussions which could not fail 
to be of assistance to them. The appliance manufacturers 
had been appropriately referred to as partners in the 
industry, and it was very pleasant and most helpful to 
have them taking an active part in the proceedings. Many 
economic changes had taken place since they had last 
met, and those, including irksome restrictions, had made 
it increasingly difficult to provide an efficient service 10 
consumers. They were, of course, ever hopeful that some 
of the obstacles would be removed, and it was important 
that they should be ready to take advantage of any 
improvement that might take place. 


Mr. Gregg had again demonstrated his organising 
ability. His able lieutenants, Mr. W. D. Elson, who 
seemed to thrive on such events, and Mr. C. Warrenne, 
who was responsible for the display and exhibition, were, 
together with every member of the staff at Gas Industry 
House who had in any way contributed to the success of 
the conference, worthy of their sincere thanks and appre- 
ciation. 


The vote of thanks was carried with acclamation. 
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Sir Harold Smith expressed his appreciation of the 
vote of thanks, which he would have great pleasure in 
transmitting to the members of the Gas Council, many 
of whom were present and had been lending their support 
throughout the conference. 


Mr. Gregg expressed his thanks for the most generous 
appreciation which had been shown and which, he sug- 
gested, was deserved by all his colleagues who had worked 
hard to ensure the success of the conference. He also 
did not wish to forget the debt which they all owned to 
their friends, the gas appliance manufacturers, who had 
so ably and willingly contributed to the whole of the 
decor and the exhibition side. 


The final session of the conference, at which Dr. R. S. 
Edwards, Chairman of the North Eastern Gas Board, took 
the chair, comprised discussion of a paper presented by 
Mr. R. N. LeFevre, Training and Education Officer, North 
Thames Gas Board, and summing-up of the conference as 
a whole by Sir Andrew G. Clow, Chairman of the Scottish 
Gas Board. While this was being held there was a Home 
Service session under the chairmanship of Mrs. Eileen 
Murphy, Home Service Officer to the Gas Council, at the 
Connaught Rooms, when an address on ‘Problems of 
Laundering New Textiles’ was given by Mr. William 
Brown, General Manager of the Savoy Hotel Laundry, and 


when there was a general discussion on home service 
problems. 


Turning to the paper by Mr. LeFevre on the ‘ Training 
of Representatives,’ as was to be expected this embodied in 
crystallised form some of the findings of experience over a 
wide range and a long period. As a matter of fact, both 
before and since the last war the author has been respon- 
sible for the training of some 1,000 representatives 
employed by gas undertakings and, before the war, several 


hundreds of representatives employed by authorised 
dealers. © What Mr. LeFevre had to say smacks of 
authority. 


Imaginative Analogy 


Remarking that 90% or more of a gas representative's 
contacts are with normal housewives, the author suggested 
that on the domestic side the degree of technical training 
to be given to the representative is akin to that which is 
given to the fighting soldier. The latter must thoroughly 
understand the use and capabilities of his weapons and 
equipment but no more. Specialists are available to design 
and repair his weapons. Likewise, the gas representative 
must understand the use of his appliances and the service 
they will give; but there is a limit to how far he needs to 
go with this knowledge. There are, of course, the special 
representatives who deal with industrial consumers and 
the other non-domestic uses of gas such as large-scale 
heating, catering, etc. These representatives require good 
technical qualifications often of a specialist nature. They 
normally deal with specialists and must be able to hold 


their own as experts on the applications of gas to special- 
ised problems. 


Training on Right Lines 


Experience gained over the years with a substantial 
number of trainees has enabled training programmes and 
methods of instruction to be continually improved until 
itcan now be claimed that training appears to be on the 
right lines. The programme of recruitment and training 
of representatives operated within the North Thames Gas 
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Board—and many trainees from other Boards have taken 
the course—is as follows: Advertisement of vacancies; 


selection of candidates for training; full-time training 
course of 19 weeks at the Board’s Training Centre; proba- 
tionary period of showroom and district training; and suc- 
cessful candidates take, in addition, the Institution of Gas 
Engineers Course in Gas Salesmanship and Consumer 
Service if they have not previously done so. Mr. LeFevre 
laid great stress on the selection of candidates for training, 
as the following passage from his address well indicates. 
‘The title and subject of the paper,’ he remarked, ‘ are as 
unimportant relatively to the production of a gas repre- 
sentative as would be, shall we say, the title of “ The choice 
of french polish” to the making of an oak cabinet. With 
the latter you must first procure the oak, then make the 
cabinet. But if you have only deal or a badly-made 
cabinet, no amount of the finest quality of french polish 
will produce a good cabinet.’ 


The Conference in Retrospect 


Sir Andrew G. Clow, Chairman, Scottish Gas Board, 
said they had come to the end of what had been both 
a pleasant and an instructive conference. There were a 
number of excellent papers which would repay study, 
and he believed it was all to the good that the speakers 
for the most part had not given those papers but had 
added enlivening and inspiring talks. 


In trying to recall two or three of the main ideas which 
had appealed to him during the conference, probably the 
first was that of the essential character of contact with the 
people and a study of their needs. Mr. Butlin’s inspiring 
address, when he had said that salesmanship did not 
mean imposing one’s will, was echoed by Mr. LeFevre 
when he said that they did not want forceful selling. 
Speaking as one who had been for many years a bureau- 
crat he knew there was always a temptation to try to get 
people to have what was good for them instead of giving 
them what they wanted, and he believed they had to 
study what people needed and what they really wanted. 
For that reason he had been interested in the discussion 
on the place of technical training in salesmanship. His 
own views coincided with those who gave it as a rather 
low percentage, because he believed they wanted some- 
thing which went far beyond technical skill and was far 
more difficult to get than education—namely, the study 
of men and women. 


The Field Ahead 


The second lesson which the conference had taught 
him was that there was a great deal of work to be done. 
The fact was that there were thousands of people about 
who had not got their needs fulfilled because they did not 
know what gas could supply. There were people also 
who did not know what coke could do, and even among 
those who were using gas appliances there were an 
immense number who simply did not know what better 
ones could do. It had been pointed out, for example, 
that modern cooking appliances could do the same cook- 
ing at three-fifths of the cost in gas. Not necessarily 
only in order to make profits, but to treat people in the 
best way possible, it was important to get the best appli- 
ances across to them. He wished to end his remarks with 
a text from Mr. LeFevre’s address, when he had said, 
talking of individuals, that character and honesty of pur- 
pose must be the paramount consideration. 
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Colonel Sir Harold Smith, Chairman of the Gas Council, 
welcomes the Duke of Edinburgh. 


was received by Colonel Sir Harold Smith, Chairman of 

the Gas Council, who presented to His Royal Highness 
the following members of the escorting party: Mr. Henry Jones 
(Deputy Chairman of the Gas Council), Sir John Stephenson 
(Chairman of the Eastern Gas Board), Mr. J. H. Dyde (Deputy 
Chairman), Mr. F. T. Brookes (General Manager, Tottenham 
division), Mr. E. O. Rose (Chief Engineer, Tottenham division), 
Mr. H. W. Bradford (Works Engineer in charge of Ponders End 
works), and Mr. R. S. Hinder (Press and Information Officer of 
the Gas Council). 


Te: Duke, accompanied by Lieut.-Commander Parker, 


In the course of his two and a half hours tour the Duke 
operated a wagon tippler, the hydraulic control of a retort, and 
the coke telpher. 


At the end of the tour he was thanked by Sir Harold Smith, 
who said he was delighted that the Duke’s first visit to the gas 
industry should have been to a works which before the industry 
was nationalised was one of several controlled by a company 
with which he had been associated for many years. He invited 
the Duke to make an appointment to visit a gasworks at 3 p.m. 
on March 11, 1956, because at that hour and date in 1856 two 
sons of Queen Victoria and the Prince Consort—namely, the 
Prince of Wales and Prince Alfred (who later became Duke of 
Edinburgh)—visited the Brick Lane gasworks in the City of 
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Duke of Edinburgh Visits 
Ponders End Gasworks 


March 18, 1953 


The Duke of Edinburgh paid a private visit to the 
Ponders End works of the Eastern Gas Board on 
March 11. 


last July because of his illness, was one of a series 


The visit, which had been postponed from 


which the Duke is making to industrial enterprises. 


Left to right: J. H. Dyde (Deputy Chairman, Eastern Gas 

Board), E. O. Rose (Tottenham Division Engineer), Colonel Sir 

Harold Smith, Henry F, H. Jones (Deputy Chairman, Gas 

Council), The Duke of Edinburgh, H. W. Bradford (Works 
Engineer, Ponders End). 


London. A letter sent to Mr. Charles Burls, Secretary of the 
Chartered Gas Light and Coke Company, from Buckingham 
Palace on March 10, 1856, read: ‘I am commanded by H.R.H. 
the Prince to ask you to allow H.R.H. the Prince of Wales 
and Prince Alfred to see your works tomorrow. The object is 
that they should see the works in their every day operation, 
that they may understand the process adopted. If therefore 
tomorrow is a good day Colonel Phipps and I would bring the 
two Princes at three. I have the honour to be, Sir, Your 
obedient Servant, (Signed) F. W. Gibbs.’ 


The Princes arrived at 3 p.m. on March 11, 97 years ago. 
They were accompanied by Colonel Sir Charles Phipps, who 
was of the Privy Purse Office, and Mr. F. W. Gibbs, who was 
tutor to His Royal Highness. ‘We certainly could not expect 
you, leading the busy life that you do lead, to make an arrange 
ment one afternoon to visit us the next day,’ said Sir Harold, 
‘but perhaps if we give you three years warning it may be 
possible for you to visit some aspect of the gas industry 100 
years to the day after a visit was paid by a previous Duke ol 
Edinburgh.’ 
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Torquay Stages a 


JOURNAL 


GASTRONOMIC 
FESTIVAL 


To encourage those in the local hotel industry to main- 
tain a high standard in the presentation of dishes, the 
Torquay, Paignton and Teignmouth Hotels Associations 
in conjunction with the South Western Gas Board staged 
a Gastronomic Festival on March 5, 6 and 7 at the 


Union Street Showrooms, Torquay 


by Mr. R. Paul, Chairman of the 

Torquay Hotels Association at the 
Hotels Association Executive Meeting, 
when he announced that it would be open 
to entry throughout the Torbay area. The 
Festival was in two sections, one for 
apprentices and students and the other for 
cooks and proprietors of small hotels. 
The three main classes, for which first 
and second prizes and diplomas were 
awarded, were: 


1. Hors d’Oeuvres and fish. 
2. Meat, poultry and game. 
3. Sweet, gateaux and patisserie. 


F IRST news of the Festival was given 


Table d’Honneur 


Features of the exhibition was a Table 
dHonneur by leading chefs and cookery 
demonstrations by chefs and _ students. 
These were non-competitive. Mr. Paul 
arranged for M. &. C. Juriens, President 
of the International Academy of Chefs de 
Cuisine, and M. W. Bachmann, also of 
the Academy, and Mr. S. J. Drinkwater, 
Gold Medallist, of the Rosetor Hotel, to 
judge the exhibition. 


Many of the prizewinning exhibits were 
based on the Coronation theme. They 
included a crown made of pastry ‘ spark- 
ling’ with coloured jelly jewels, and a 
full-sized salmon wearing a_ coronet. 
Royal motifs were included in practically 
all entries in the section for cooks and 
proprietors and also in the other compe- 
litive section for apprentices and students. 


The exhibition was officially opened by 
the Mayor of Torquay, Alderman T. J. 
Reeves Taylor, J.P., who was accom- 
panied by the Mayoress. The Mayor said 
there was no doubt that the hotel industry 


Mr. J. W. Denton, Manager of the Tor- 
quay Sub-Division, talks over the Festival 
arrangements with Mr. R. Paul, Chair- 
man of the Torquay Hotels Association. 


was the leading industry of the south 
west, and the Festival gave an oppor- 
tunity to see the work of the young 
men who would be the chefs of the 
future. He hoped the Festival would be 
the forerunner of many such events, and 


The Table d’Honneur, in which local chefs created a magnificent 


display of artistry. 


paid tribute to Mr. R. Paul, and Mrs. 
Paul, the management committee, and the 
Torquay, Paignton and Teignmouth 
Hotels Association for backing the 
Festival. 


The Mayor also paid a special tribute 
to the South Western Gas Board for co- 
operating in the staging of the Festival 
and said it reflected great credit on Tor- 
quay that Mr. Drinkwater had been 
chosen as a judge. The Mayor con- 
cluded: ‘I hope that we shall be able 
to show our Coronation year visitors 
what a high standard of cuisine we have 
in the south west.’ 


Excellent Publicity 


The Festival received excellent local 
publicity both before and after the 
event. There was also great enthusiasm 
for the competition. When the closing 
date for entries arrived there were 
already more than 60 competitors; but 
late entries raised the total above 80. 


We cannot do better than end this 
short account of an outstandingly suc- 
cessful effort with an extract from a 
leader in the Herald Express entitled 
‘Our Show.’ It comments that just as 
motor cars represent Coventry, or steel 
Sheffield, so does food represent Tor- 
quay. Torquay’s business is to cater 
for the people on holiday, anxious to 
regale themselves with the best of food 
delightfully prepared and _ attractively 
presented. And local hoteliers are 
anxious to show the world what they 
can do. 


Two views of the fine display of catering equipment arranged by the South Western Gas Boad in the Torquay Showrooms. 
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Domestic Water Heating Load 


A Manufacturer’s View 


in this country of whom over 11 

mill. are gas consumers. It is 
estimated that there may be something 
over 1 mill. gas water heaters in use, 
leaving over 10 mill. households where 
gas is available but water is not heated 
by gas appliances, and this gives us a 
maximum immediate potential for gas 
water heating of some 10 mill. con- 
sumers. It is recognised that of this 10 
mill. a large number will already have 
the means of heating water other than 
by gas but, even if allowance is made 
for those households where alternative 
facilities are available, it still means 
that households with gas but no water 
heater and no alternative hot water 
supply, other than kettles or sauce- 
pans, run into several millions. 
Those within the industry, therefore, 
whose job it is to sell gas water heaters 
as a means of a continuing additional 
sale of gas must admit that their 
potential field of activities is a vast 
one. 


Tisass are some 14 mill. families 


Annual Requirements 


At the end of the war, various esti- 
mates were made of the volume of 
water heaters which would be required 
annually for replacements and new 
installation, ranging up to 500,000. 
While these figures were obviously 
only, at best, guesses, the fact remains 
that during 1951 the number of water 
heaters manufactured was 216,000, 
which is an indication of the number 
which could be sold annually and con- 
firmation of the number which can be 
produced by the existing gas water 
heating industry, providing the gas 
salesman is able to obtain the neces- 
sary customers. The annual rate of 
manufacture of gas water heaters, 
based on the 10 months to November, 
1952 (the last available period at the 
time of writing this paper), was just 
over 100,000. This gives some idea of 
the extent to which the available 
manufacturing capacity is not being 
used and a rough measure of the 
decrease in sales by the gas industry. 


Reasons for the Discrepancy 


From what has been said above, the 
question I want to put can be posed 
as follows :— 

(a) Potential new 
users of gas 
water heaters .. 

(b) Manufacturers’ 
potential output 
per annum 


say, not less 
than 3 mill. 
much in ex- 
cess of 
200,000 .. ap- 
pliances. 


By GEORGE EWART, 


(Sales Director, Ewart & Son, Ltd.) 


Mr. Ewart presents his paper. 


(c) Present annual 
rate of _ sale 
(home and ex- 
port) per annum 


100,000 ap- 
pliances. 


What is the reason for this dis- 
crepancy? 


The present position is so serious 
that if no satisfactory answer can be 
found then there will be few, if any, 
manufacturers of gas water heaters in 
the not distant future. 


So that this section is not regarded 
as answered by a recital of external 
restrictions, it should be made clear 
that, as manufacturers, we recognise 
that the industry is handicapped by 
the undermentioned outside influences, 
but we do not accept those restrictions 
as the only reason for the present state 
of sales in the industry; we only accept 
them as hindrances which must be 
overcome if an adequate load for gas 
is to be obtained by water heating and 
not taken by competitive industries, 
some of which are subject to the same 
or worse restrictions. The outside 
restrictions affecting gas water heaters 
to which I refer are: — 


(a) Limitations in hire purchase, 
terms, imposed in February, 
1952. 

(b) Purchase 
663%. 

(c) Publicity restrictions on  pro- 
motional selling. 


(d) Pressure by the Ministry of 
Health on local authorities to 
install back-boilers for water 
heating, irrespective of the avail- 


tax at the rate of 


ability of fuel, local conditions, 
or consumer’s choice. 


Inability of local authorities, 
within the permitted expenditure 
on new properties, to provide 
alternative hot water supply for 
use during the period April to 
October. 


It would seem that the official atti- 
tude of the Government, supported by 
the recent Ridley Report, is that local 
authorities and consumers alike must 
be left freedom of choice as to the type 
of appliance to be installed and the 
fuel used. This puts all the competing 
fuel industries on their mettle and 
gives temporarily a heavy advantage 
in favour of solid fuel. This position, 
however, may change and, in any 
event, cannot be accepted as an insu- 
perable obstacle, unless the industry is 
willing to forego water heating as part 
of its main programme of selling gas 
for domestic purposes, and every effort 
must be made by both sides of the 
industry in seeking the removal of the 
above _ restrictions. By way of 
example, one cannot fail to be im- 
pressed by the propaganda and activity 
which have been expended in promot- 
ing the sale of appliances having solid 
fuel for space and water heating. 


Necessity in Every Home 


An adequate supply of hot water is 
regarded as a necessity in every home. 
No other factor is so important for the 
encouragement of decent standards of 
cleanliness in the house and person. 
Apart from the market that exists 
among the millions of families and 
consumers who have no gas water 
heater, or even no hot water supply 
of any kind (other than by heating 
up a kettle or saucepan), a consider- 
able increase in sales of gas could be 
obtained by educating the housewife 
to make greater use of the existing 
appliance and ensuring that the appli- 
ance is kept at a proper standard of 
efficiency. 


The gas industry at the present time 
is operating on a narrow margin of 
profit and the trend of rising gas sales 
may soon change substantially. In 
these circumstances, therefore, it 
would seem a necessity to the industry 
itself that further gas sales should be 
obtained in the domestic part of its 
pre: snt load which accounts for some 
55% of the total sales of gas, and of 
this approximately 70%, is used by the 
cooker. 
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Immense Scope 


It is, I think, agreed by all that 
the necessary increase in the domestic 
load can only be obtained by increas- 
ing the sale of gas water heaters and 
these figures in themselves indicate the 
immense scope that is available. It 
has been seriously stated that the 
water load might well, in the future, 
equal the present cooking load and 
it would, at the least, be prudent to 
increase this load in order to safeguard 
the industry against the possibility of 
the loss of sales that may occur in 
other directions. 


From the national point of view, 
gas is the most economical means of 
obtaining a constant hot water supply, 
in that it provides more hot water 
from a ton of coal than other methods. 


Manufacturers’ Contribution 


The makers, as a body, can claim 
that the types of heater available, 
tither gas burning or coke burning, 
provide for all the alternative condi- 
tions which may arise and that, in 
existing conditions, a type of heater 
can be found which will meet the 
needs of the consumer, limited only 
by the existing services which may be 
available. If the services are there, all 
requirements can be met by available 
appliances. 


The manufacturer is anxious not 
only to improve existing appliances as 
aresult of research and experience but 
to bring out new appliances, and work 
will continue along these lines and to 
this end by those who remain in the 
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water heating industry. It is difficult, 
however, to visualise at the present 
time any new type of heater which 
is not, in fact, a variation or refine- 
ment of an existing type, but the 
manufacturers are constantly consider- 
ing new developments and designs 
and we would very much welcome 
a lead from the industry in this direc- 
tion. Apart from improvements in 
the components, or the functioning of 
the heater, or the appearance, the only 
really new development since the wat 
has been the balanced flue heater and 
this is, after all, another version of 
the existing instantaneous heater. 


The efficiencies of existing appli- 
ances are high in relation to hot water 
output in terms of gas consumed, and 
it would not seem that much further 
scope is possible here. Manufacturers’ 
attention will be directed in the imme- 
diate future to reducing the first cost 
of the appliance and subsequent main- 
tenance costs by the introduction of 
new methods of construction and 
materials. Considerable progress has 
already been made in this connection 
and would be greatly assisted if the 
gas industry could supply gas of a 
lower sulphur content and with less 
gum. 


New Designs 


There were available in the exhibi- 
tion being held at the same time as 
this conference, examples of manu- 
facturers’ activities on new designs 
and I would mention a prototype of 
a low consumption heater suitable for 
attachment to an existing storage 


617 


system and a new design of bath water 
heater. 


I would like, at this stage, to 
express, on behalf of manufacturers, 
their appreciation of the help they 
receive at all times from Watson 
House and technicians generally in 
the industry on work associated with 
new products or improvements to 
existing products. The gas industry 
and manufacturers are a partnership 
working to the same end—i.e., to give 
the gas consuming households of this 
country the best service at the 
cheapest price both for gas and appli- 
ances. 


Standardisation raises a_ difficult 
question as it would appear in the 
first instance that some considerable 
saving must be effected in the initial 
cost of the appliance and its subse- 
quent maintenance on the district in 
the replacement of parts, etc., if a 
degree of standardisation in produc- 
tion were carried out between the 
various manufacturers concerned, not 
only in the position of connections for 
supplies, draw-off pipes, and flue out- 
lets but also in the production of 
component parts. 


On the other hand, I feel that too 
high a degree of standardisation would 
tend seriously to _ restrict future 
development and the design of new 
and improved appliances, and is not 
a proposition that manufacturers 
could contemplate in the immediate 
future. Progress has, however, been 
made in the standardisation of special 
fitments and no doubt this trend will 
continue. 


The Water Heating Session. Left to right: Sir Andrew Clow, E. T. Pickering, Dame Vera Laughton Mathews, G. Ewart, 
D. P. Welman, and the Session Chairman, Sydney Smith. 





Technical Requirements 


Gas water heaters came into the 
domestic range of equipment towards 
the end of the last century. They had 
a working efficiency comparable with 
that of to-day but were very simple 
in design and cheap to maintain. 
Since that time, however, the trend 
seems to have been in favour of an 
ever-increasing standard of finish and 
improvement in appearance, together 
with the introduction of additional or 
more complex components or devices, 
such as flame failure devices, gas 
governors, valves, cocks, etc. Obvi- 
ously, there is a great deal to be said 
in favour of the inclusion of each of 
these and other devices. On the other 
hand, the high-quality finish and the 
inclusion of special fitments do sub- 
stantially increase the price of the 
appliance which is again artificially 
inflated by the imposition of purchase 
tax. 


A Utility Finish ? 


Would the industry be prepared to 
accept a basic heater in a utility finish, 
bearing in mind the very high stan- 
dard demanded in vitreous enamelled 
finish, with the consequent high cost, 
which is increased by the replacement 
of rejects arising from damage in tran- 
sit, and defects developing while the 
appliances are in the area boards’ 
stores, and without the addition of 
automatic controls and fitments? In 
other words, an appliance that would 
fulfil a special need in supplying hot 
water at a really low first cost. 


We are at all times anxious to inter- 
pret the requirements of the gas indus- 
try, whom we regard as best qualified 
to judge the needs of their consumers 
having regard to conditions prevailing 
on their areas of supply, and it is in 
accordance with this policy that our 
present range of appliances has been 
developed. If, as would appear to be 
the case in certain sections of the 
industry, these are considered to be 
tending to become over-complicated 
and costly, we must look to the indus- 
try to guide us by stating definitely 
whether they consider that there 
should be a general simplification in 
design and elimination of gadgets (if 
I may use the word) or whether exist- 
ing practice should continue with the 
acceptance for a special market of a 
low-cost type of appliance as indicated 
above. It is for the gas industry to 
decide. 


Towards Price Reduction 


The increasing sale resulting there- 
from, together with a general increase 
in the sale of gas water heaters, would 
have the effect of recovering a greater 
proportion of the sales overhead which 
should in itself enable the price to be 
appliance to the consumer to be 
reduced. In this connection, and in 
general, it would be of considerable 
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assistance. if the gas industry could 
obtain uniformity of the requirements 
of the various water undertakings 
throughout the country. 


Appliances, and particularly water 
heaters, must, if they are to be kept 
in efficient working order, receive 
periodic maintenance. The cost of 
maintaining an electric water heater 
compares favourably with that of a 
gas water heater which offers other 
considerations such as economy, flexi- 
bility and general convenience in use. 
It is essential, therefore, that the 
method of carrying out this work and 
the means by which the cost is 
recovered should be _ critically 
reviewed. If it is added to the price 
of the appliance, then the first cost 
to the consumer is immediately 
enhanced and I am inclined to think 
that the prospective purchaser is apt 
to be more influenced by the imme- 
diate impact of the first cost than by 
other subsequent and probably more 
important considerations. Also he is 
called on to make a fixed payment for 
future maintenance irrespective of the 
amount of usage to which the appli- 
ance may be put. 


On the other hand, if the cost of 
maintenance is included in the charge 
for the gas it will be a spread-over 
charge and the need for maintenance 
arising from‘ usage will be accom- 
panied by a continuing and propor- 
tional sale of gas. In other words, 
the sale of gas consumed by the appli- 
ance and the cost for maintenance 
recovered therein will be proportionate 
to the usage to which the appliance 
has been put. 


A very large percentage of water 
heaters in daily use are the all-out 
property of the consumer, and it is of 
equal importance that they should be 
kept in efficient working order. It is 
worthy of consideration, therefore, 
whether it would be in the best interest 
of all concerned for the gas boards 
to offer adequate maintenance service 
free of charge. 


As I mentioned earlier on, the 
manufacturers are giving constant 
attention in the design of their appli- 
ances to simplifying and reducing the 
cost of maintenance to a minimum, 
and the industry would make a great 
contribution in this direction, if it 
could supply gas of a reduced sulphur 
content which is one of the main 
causes giving rise to the incidence of 
maintenance in water heaters. Other 
countries have enjoyed this advantage 
for many years. 


Sales 


I have already indicated earlier in 
this paper that the gas industry has:a 
large field in which to operate to get 
additional sales, not only of appliances 
but of gas. About that fact, presum- 
ably, there is no argument. Maybe, 
however, I might be permitted to 
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make some comments, even though 
they are somewhat disjointed, on fac. 
tors which appear to manufacturers to 
be worthy of further action by the 
supply side of the industry. 


One of the external restrictions to 
which I have referred—namely, hire 
purchase—seems to have had a greater 
effect on the sale of appliances than 
any other restriction introduced and 
applied to water heaters. This must 
mean that the initial cost of the appli- 
ance, together with its installation, is 
too high for the average consumer to 
pay without the aid of hire purchase 
over a long period, or very extended 
credit, and I think it will be the experi- 
ence of most gas undertakings that 
a large number of enquiries that would 
otherwise have resulted in orders 
come to nothing on the consumer 
being advised of the cost of the instal- 
lation. 


Having regard to the above and to 
the reduction of selling and general 
overhead charges that would result 
from an increased sale of water heaters 
and of gas, would it not be worth- 
while to consider the total build-up 
of price under the three headings: 
Appliance, Maintenance, and Fixing. 
The manufacturers have done their 
best to keep down their prices as low 
as possible and these are uneconomic 
having regard to the present restricted 
sales available to them. It is an essen- 
tial requirement that the selling over- 
head added by the gas board to the 
manufacturers’ charge for the appli- 
ance should be kept as low as possible. 


Charges for Fixing 


I have suggested that no addition 
should be made to the appliance itself 
in respect of the cost of maintenance 
which should, in any event, be pro- 
gressively reduced as the result of 
improvements in design, etc., and fix- 
ing charges, which are high in relation 
to the cost of the appliance, should 
be closely studied. This work, in part 
at any rate, might be placed in the 
hands of local contractors. This 
would have the double effect of gaining 
their goodwill and support and would 
provide the gas undertaking with a 
useful basis of comparison with its 
own costs in carrying out this work. 


There is one other point, the gas 
industry incurs considerable expendi- 
ture in providing a supply of gas to 
the consumer. This may be a costly 
investment for the gas board if, as 
seems to be the case in a number of 
households in this country, the volume 
of gas used does not justify the cost 
ef.the equipment provided free. Efforts 
must, therefore, be directed to aiding 
the consumer by installing additional 
appliances and thereby encouraging 
her to increase her gas consumption, 
making the investment in the services, 
etc., worthwhile. 


(Continued on p. 623.) 
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The industry is seeking to sell gas; 
should it not encouarge and promote 
all means of selling approved appli- 
ances? While I know this has not been 
general policy throughout the industry, 
| think it is not impertinent to remark 
that, in not encouraging the use of 
all channels of distribution and sale, 
the industry is in a minority of the 
trades of this country. It cannot be 
that all trades which use all channels 
for distributing their goods are making 
a mistake because, as a consequence, 
all housewives in this country, when 
doing their weekly shopping, are vir- 
tually forced to pass and be attracted 
by displays of electrical goods imme- 
diately available to them. There are 
many towns in this country where a 
consumer has got to go to a remote 
part of the town and seek out the gas 
showroom before she can see a gas 
appliance. Would it not be better 
that, rather than have to seek appli- 
ances, the consumer should have diffi- 
culty in’ not having to look at them 
day by day? It seems to me it is far 
better that all channels of distribution 
should be co-opted by the gas industry 
in the drive which is necessary to get 
the maximum water heating load for 
gas rather than that any outlet should 
be regarded as outside the gas field. 
Iam not seeking to indicate the basis 
upon which other channels of distribu- 
tion should be used—that obviously 
can be arranged to suit all the circum- 
stances, provided the main policy is 
first accepted. 


I think I should, in concluding this 
paper, acknowledge the fact that I 
have received assistance in its prepa- 
ration from manufacturers in the gas 
water heating industry and the views 
I have expressed are those which have 
been prompted by manufacturers 
generally. We all realise that many 
of the suggestions made and points 
brought out are controversial and even 
provocative in nature. That has not 
deterred us in putting them forward as 
we feel that in a conference of this 
sort it is possible for all sides of the 
industry to put forward views freely 
with the intention that both the indus- 
try and the consumer shall ultimately 
benefit therefrom. 


DISCUSSION: 


Our report of the discussion on the 
water heating session of the meeting on 
March 11 is a composite one referring 
not only to Mr. Ewart’s paper, but also 
to the addresses given by Mr. L. W. 
Andrew, Mr. Frank Fisher, Mr. E. I. 
Pickering, and Miss Margaret Sherman, 
whose comments have been epitomised in 
earlier pages of this issue. 


Mr. J. A. Buckley (North Thames), 
commenting that the technical and 
manufacturers’ viewpoints had been put 
forward clearly, said all would agree that 
a widespread demand for hot water at 
an economic price existed. and that the 
technical efficiency and suitability of the 
existing range of gas water heaters was 
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adequate to meet that demand. The 
paramount problem, therefore, was what 
steps should be taken to sell domestic 
gas water heaters at a rate approaching 
or exceeding that of the pre-war halcyon 
days. It was up to all concerned to 
review selling methods with a view to 
infusing more efficiency and enthusiasm 
into them. 


Following a lead given elsewhere, his 
Board had been’ experimenting in 
specialised methods of handling that 
business, and he felt that a close concen- 
tration on detail, allied to well-trained 
staff and, most important, real enthu- 
siasm, could substantially win back the 
decrease in sales experienced as a result 
of the imposition of the hire-purchase 
restrictions a year ago, more particularly 
for the bath, single-point, multi-point, 
and storage units. 


To achieve a sales expansion of the 
magnitude required, however, the over- 
riding deterrent of the present restricted 
terms of sale must be overcome. The 
minimum initial payment required for the 
supply and installation to adjacent points 
of the small conventional sink heater was 
equivalent to, or in excess of, the average 
weekly wage of a large section of pre- 
payment or slot meter consumers—some- 
thing like £7. 


Enthusiasm allied to improved selling 
methods could achieve a limited result, 
but in view of the fact that the scale of 
values at present appeared to be so 
artificially loaded against the sale of 
domestic gas water heaters, he queried 
whether the supply and fixing of domestic 
water heating appliances should be 
specially assisted or subsidised, in view 
of the critical importance of that load 
to the gas industry. 


A Hardy Annual 


Mr. F. Craven (North Western), 
putting forward a ‘hardy annual,’ drew 
attention to the greatly improved thermal 
efficiencies of wash-boilers and washing 
machines, and in particular to the future 
possibilities of the gas-heated, elec- 
trically-motivated machine. Few would 
be more aware than he, said Mr. Craven, 
that the majority of electric washing 
machines now on the market were non- 
heated and, therefore, incapable of boil- 
ing a wash; yet there was no possible 
doubt that that type of machine generally 
enjoyed immense popularity both in this 
country and abroad. The chairman of 
one of the leading British companies 
manufacturing that type of non-heated 
electric machine had stated, in his recent 
annual review, that his company had 
again exported more electric washine 
machines than all other British manufac- 
turers combined, and that its sales of 
electric washing machines in 1952 in the 
home market were substantially larger 
than in the previous year. Mr. Craven 
said he was not certain of the produc- 
tion figures of that particular company, 
but he believed that a large proportion 
were used where no means existed for 
bulk boiling water. 


Mr. J. R. Matthews (Northern), point- 
ing to the fact that both Mr. Andrew and 
Mr. Ewart had referred, in their papers, 
to the need for developing new appliances 
which would reduce capital, installation. 
and service costs, asked Mr. Ewart if 
he considered that the re-introduction of 
the condensing multipoint heater would 
give advantage in that respect. 


Mr. D. K. Darby (Fuel Engineer, 
Ministry of Fuel and Power), comment- 
ing on the efficiency figures quoted by 
Mr. Pickering for the various types of 
appliances now available, said it was 
apparent from them that considerably 
more useful heat was extracted from the 
fuel when an open fire, besides giving 
radiant heat, incorporated a_ boiler 
and/or convection. In these days, with 
fuel by no means cheap, that extra 
efficiency was well worth obtaining, and 
he emphasised, therefore, that it was in- 
correct, when a new fireplace was 
installed, not to install a fire with back 
boiler, preferably a large back boiler, 
and also, if possible, convection. In 
effect, the simple open fire, without back 
boiler or convection, should be used only 
as a replacement in an existing fireback. 


Attracting Younger People 


Miss Joan Langley (South Western) 
suggested that the telephone could be 
directed only to certain types of poten- 
tial and present consumers, and it was 
certainly no cheaper than good arresting 
newspaper advertisements through the 
local Press, which had an instantaneous 
and wide appeal. She asked Mr. Fisher 
what he considered to be the best method 
of attracting the young adult into the 
gas service centre and to demonstrations 
and lectures, to ensure that when the 
time came he or she would choose gas 
appliances. There was a_ tendency 
among younger people to feel that there 
was no fuel other than electricity. 


Mr. W. G. Phillips (Eastern), referring 
to sulphur, the ‘arch corroder,’ said he 
had every sympathy with Mr. Ewart in 
his reference to the effect of sulphur on 
the maintenance of water heaters and 
other appliances. He recalled that a sub- 
committee on gas quality, which was set 
up by the Institution of Gas Engineers 
in 1942, had stated that, owing to the 
effects of the products of combustion, 
with sulphur compounds, in town gas, 
the cost of maintenance of apparatus had 
increased, the use of town gas for space 
heating was limited and the prestige of 
the industry was prejudicially influenced. 
It was also recommended that the 
organic sulphur content should be 
reduced to 10 grains per 100 cu. ft. in 
the first stage and ultimately to 3. He 
asked what progress had been made 
towards attaining that result, whether 
the processes which would improve gas 
quality to that standard were included 
in the new works and extensions that 
were being built. If not, he asked, were 
we not handicapping ourselves by not 
facing up to requirements. 


Emphasising the importance of deve- 
loping the water heating load in new 
buildings, Mr. Phillips said it was essen- 
tial to increase the consumption of gas 
per consumer and, as Mr. Andrew had 
said, one of the means of doing it was 
by water heating. 


Mr. L. V. Lindley Howlett (North 
Thames) said that an accusation very 
frequently levelled at the General Staff 
of this country was that they always 
prepared for the next war in terms of 
the last. He did not think it had been 
true for the last 20 years; but it was 
perhaps not a bad thing that it should 
hang as a threat over the heads of 
planners, and he proceeded to hang it 
over the head of Mr. Andrew. At the 
end of his very formidable looking paper 
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there was a very useful and encouraging 
section headed ‘A Glimpse of Future 
Developments.’ But the glimpse was 
only of future gas developments. What 
about the course open to the enemy? 
There was evidence of quite a lot of 
activity in both space and water heat- 
ing by electricity by means of large 
thermal storage installations working on 
off-peak load, and Mr. Howlett won- 
dered whether there might be some sort 
of hint there of possible future domestic 
developments. He asked what Mr. 
Andrew envisaged in regard to improve- 
ments in electrical water heating and how 
he thought they would affect the com- 
petitive position (say) 10 years hence. 


Mr. W. Mottram (North Western) said 
the Ridley report had quoted an ‘all- 
electric’ house to be cheaper than an 
all-gas house, and the combination of 
coke and electricity to be cheaper than 
coke and gas. He considered that an im- 
portant factor there was the high capital 
cost of gas water heaters, and that that 
high capital cost was contributed to 
largely by the cost of maintenance. He 
asked for Mr. Fisher’s view as to whether 
the gas industry should provide main- 
tenance free or on a contractual basis, 
or whether a charge should be made 
each time a representative went to a 
house for that purpose. 


Impressive Figures 


Mr. W. Marshall (Scottish) said the 
figures given by Mr. Andrew concerning 
gas consumption for water heating were 
most impressive, and he asked to what 
extent they were real, for was it not 
true that in practice economic circum- 
stances, rather than any particular stan- 
dard of cleanliness or need, dictated the 
gas consumption? In that connection 
he said that in an area which he knew 
intimately, although there was consider- 
able prosperity, broadly speaking it was 
difficult to sell gas water heating 
installations until all economic factors 
were in favour of them—for example, 
where the consumer had a_grown- 
up family contributing to the weekly 
household budget, and where the price of 
gas was attractive. He urged that a suit- 
able tariff should be available to en- 
courage increased consumption. 


Mr. F. C. Gay (South Western) said 
that on the gas side the story was one of 
restrictions in sales development. The 
industry would not surmount those 
restrictions by sacrificing standards of 
appliance performance and appearance in 
order to reduce initial selling prices or 
by shifting the incidence of sales 
organisation and maintenance costs on 
to the price of gas. The reductions must 
come from savings in manufacturing 
costs and improvements in design. The 
restrictions had been designed purposely 
to reduce expenditure in the purchase of 
appliances and in curtailing demands for 
fuel. Those handicaps could be met 
only by strengthening sales approach. 


The most effective weapon in the 
hands of the gas salesman was service, 
epitomised by appliances having high 
standards of performance, low running 
costs, long life and economy in main- 
tenance, coupled with an efficient after- 
sales service. The successful gas sales- 
man would set out to sell that service, 
and not the price of the appliance and 
its installation. The service would be 
remembered and valued in £ s. d. long 
after the initial cost was forgotten. 
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Therefore Mr. Gay viewed with some 
misgiving the suggestions that reduced 
standards of design, service and appear- 
ance might be tolerated; limited service 
appliances were already on the market. 
It was worse still that the price of gas, 
which was already at its ceiling and out 
of step with other fuels, should be loaded 
with extraneous costs of selling and after- 
sales service. 


The strength of the industry’s com- 
petitors had been pin-pointed and high- 
lighted by the panel. Water heating 
was the one cherry at which they could 
not afford to have two bites, and the 
field of competition was such that if they 
failed to install the right appliance in 
the first instance they would not get 
another chance. They must therefore 
continue to exploit the speed, flexibility, 
and reliability of gas, ensure that their 
appliances were maintained at a high 
standard of efficiency and see to it that 
their running costs were strictly com- 
petitive. 


Long-term hire purchase facilities 
would provide the answer to initial 
capital and installation costs and enable 
them to offer, without prejudice to 
running costs, high efficiency appliances 
having long life and requiring little 
maintenance attention. 


Tears of Frustration 


Mr. J. H. Scott (Wales) said that, when 
running through Mr. Ewart’s paper, one 
could see tears of frustration, one could 
practically catch them as they fell from 
the pages. There was not a_ heart 
present that day which did not bleed for 
Mr. Ewart and his fellow-manufacturers 
of water heating appliances in these days 
of their trial and tribulation. 


Time and time again they had been 
told that a high percentage of the houses 
in Great Britain had no hot water 
facilities. | But what had been done 
about it? Sweet nothing at all. It 
seemed to him that the only way in 
which to bring pressure to bear on the 
problem was for all those who did not 
enjoy the boon of hot water to go around 
shouting, like the lepers of old, ‘ Unclean, 
unclean.’ Mr. Fisher, in his admirable 
paper, had quoted a line from a very 
lovely poem by Ropert Brooke, written 
nearly 40 years ago. Mr. Scott quoted 
two lines from the same poem :— 


‘ These I have loved, 


White plates -and 
gleaming,’ 
and then Mr. Fisher’s quotation :— 
‘The benison of hot water.’ 


cups, clean- 


A great deal of time, thought, and 
research had been devoted to the pre- 
paration of the five papers presented by 
the panel; but it could all be so useless. 
Mr. Scott held them up in fan-wise 
formation, as one would a_ five-card 
trick, which, he said, those who had spent 
their time in riotous living would know 
could always be beaten by a pontoon. 
Somebody, unfortunately, had always 
held a pontoon; but they all hoped that 
soon nobody would hold a pontoon and 
the bank would pass to them. They 
could then sell hot water, and possibly 
Rupert Brooke would rest more con- 
tentedly in his foreign field, knowing that 
in the England he loved so _ dearly, 
Englishmen enjoyed :— 
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_ ‘White plates and cups, clean-gleam- 
ing,’ and ‘The benison of hot water’ 


_ Mr. A. C. Hazel (Hurseal, Ltd.) said 
it seemed to him that the only appliance 
not mentioned in the discussion was the 
inset grate. Mr. Pickering, in his paper 
had made the point that the inset grate 
was designed for coke and had an eff- 
ciency something like 25% higher than 
the open coal fire. The conference must 
be aware that smokeless solid fuel in 
the inset grate was much more efficient 
than bituminous coal. But the great 
British public were not aware of that 
fact. Why? The Minister of Fuel and 
Power, when introducing the debate on 
the Ridley Committee’s report, had made 
a mistake. He had stated that the inset 
grate was an ideal appliance in which to 
burn coal; and he even went further, 
stating that it was an ideal appliance in 
which to burn slack. One was very 
glad, however, that in the House of 
Commons a fortnight ago he had cor- 
rected that statement and had pointed 
= that the inset grate was designed for 
coke, 


Handic:pped By Price 


Mr. A. J. Winter (North Eastern) said 
that although Mr. Ewart had stressed 
the importance of the domestic water 
heating load, and Mr. Fisher had pointed 
to the need for a return to real sales- 
manship to secure that load, something 
else was needed to get gas water heating 
over to the public. It was, surely, that 
their offer should be basically attractive, 
Could they honestly say that their offer 
was attractive in that sense? The race 
with electricity was on and they were 
handicapped by excessive prices and 
complicated _ installations. Therefore, 
why not as an industry decide which 
were their bread-and-butter lines in the 
water heating field and concentrate on 
them? We wanted quantity, not the odd 
job. Then. as Mr. Ewart had suggested. 
the manufacturers could get down to 
producing simpler heaters. Mr. Winter 
asked to what extent he considered such 
a policy could reduce prices and the 
frequency of maintenance calls. If an 
appreciable saving were possible, might 
the boards then be satisfied with a lower 
margin for handling those heaters, or 
even think again about simple hire? 
Certainly, he said, let boards—not manv- 
facturers—use other channels of selling. 
They needed many more shop windows. 
The pre-war experience of the largest 
undertaking in his group answered Mr. 
Ewart’s question. It did pay to use 
private traders as gas undertaking agents. 
By all means let them get back to real 
salesmanship as soon as possible. But 
salesmanship was only part of the 
answer to the problem; the goods must 
be right and the price and running costs. 
as far as we could make them so, must 
be competitive. 


Mr. D. Stephenson (Northern), who 
referred to the water heating problem 
as the big headache of the gas industry 
today, said this statement was borne out 
by the fact that five of the papers pre- 
sented to the conference were devoted 
to that problem. The Chancellor had 
imposed a high rate of purchase tax, 
coupled with restrictive hire purchase 
terms, and there was the foolish policy 
of non-promotional advertising. But 
surely some of the fault lay with the 


(Continued on p. 627.) 
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manufacturers in not producing the right 
appliances for the markets as_ they 
existed. Hundreds of thousands of 
houses, piped for gas, had no means of 
heating water except for the ancient 
copper, the gas boiler, or pans and 
kettles on the hotplates of cookers. But 
give the people in those houses a cheap 
appliance which would satisfy their 
needs for hot water ‘on tap’ at the 
kitchen sink, and a taste of such luxury 
would ensure an increase in the volume 
of hot water used in the household. 
That fact was very important, for the 
volume of hot water used was propor- 
tional to the gas consumed—more hot 
water, more gas consumed—and that 
was their ultimate aim. 


Such a heater need not have the 
costly finish of the present appliances. 
All the consumer needed was a service- 
able, safe heater which would provide 
immediate hot water. That was not the 
only type of heater, however, which 
called for the immeditae attention of 
the makers. More and more consumers 
were turning to the electric immersion 
heater when an alternative to solid fuel 
water heating was desired. In his 
opinion that was due to the ugly appear- 
ance of the gas circulator, especially 
when fixed on the kitchenette wall, with 
the untidy flue, exposed flow and return 
pipes, the gas run and fittings—a_night- 
mare to the tidy housewife. All too 
often the flue worked under adverse 
rather than normal conditions. That 
market called for the production of a 
more compact heater, providing the same 
hot water recovery rate and the mini- 
mum of service. Such a heater should 
embody the balanced flue principle, that 
being the only answer to ceiling dis- 
coloration and condensation. 


Retrograde Step 


Mr. O. Pincock (South Western), 
recalling Mr. Ewart’s question as _ to 
whether the industry would be prepared 
to accept a water heater in utilitv stan- 
dard, suggested that that would have 
very little effect on sales and would in 
fact be a retrograde step. Modern build- 
ing construction provided in most houses 
a kitchen and bathroom of neat apvpear- 
ance and in a finish which would only 
emphasise any failure on the part of the 
manufacturer to produce a water heater 
neat in appearance and having a finish 
blending harmoniously with the internal 
decoration. He was convinced that an 
article in a utility finish would be a con- 
stant reminder to the consumer of the 
gas industrv’s liability to produce a 
vleasing article at what he considered to 
be a reasonable cost. 


If. as Mr. Ewart had implied, appli- 
ances were tending to become over-com- 
plicated with gadgets which could be 
eliminated, Mr. Pincock could only sug- 
gest that the manufacturers had them- 
selves to blame for the higher cost. He 
would like to know what gadgets could 
be eliminated without detracting from 
the safety of an appliance and _ its 
efficiency. 


Mr. H. D. Hitchcock (South Eastern), 
commenting on Mr. Andrew’s reference 
to two types of summer conversion units, 
said one was sufficiently flexible to fit 
a wide range of solid fuel appliances, 
the other being a more special tvpe de- 
signed for a particular back boiler. It 
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was stated that there was no stratification 
and that the heat transfer efficiency was 
only about 50% to 60%. Mr. Hitch- 
cock disagreed with the statement that 
there was no stratification, because in 
the great majority of the new buildings 
in London today the back boilers were 
being installed with direct cylinders, and 
if the summer conversion unit were used 
there must be stratification. He was 
fortunate enough to have one tested in 
his own home, and the results were 
excellent. 


Mr. Andrew had suggested that the 
costs of the maintenance rate on a 
storage system could be reduced by leav- 
ing the economy valve on ‘small’ set- 
ting when baths were not required, and 
turning off the heater completely over- 
night. Mr. Hitchcock pointed out that 
the London Electricity Board was _ in- 
structing its representatives to tell con- 
sumers that the proper way in which to 
use an immersion heater was to leave 
it on all night and to turn it off in the 
morning, so that on rising in the morn- 
ing they had 20 or 25 gal. of hot water 
available, at a time when they really 
wanted it, which, according to the figures 
given, would represent the average daily 
requirement. He asked Mr. Andrew 
whether the same principle could be 
applied to the gas circulator, so that 
they could dispense with the economy 
valve and reduce the installation to a 
much more simple form. 


Reasons for Recession 


Mr. C. H. Newton (North-Western) 
said that a question which was very 
difficult to answer had been put to Mr. 
Ewart. He had asked what was the 
reason for the recession in trade, and 
he had answered by listing restrictions 
a, b, c, d, and e. The answer was 
exactly as he had put it—a, b. c. d, and 
e. There was nothing to add, for they 
represented the genuine reason why there 
was a recession in the water heating 
field, and the sooner the restrictions were 
lifted, the better it would be for every- 
one concerned. He asked that full sup- 
port should be given to the manufac- 
turers in their efforts to that end. 


Commenting on Mr. Fisher’s refer- 
ences to the difficulties of the appliance 
manufacturers, he said one of the 
courses which, it was stated, were open 
to them was to make electrical appli- 
ances. But Mr. Fisher had agreed that 
the restrictions applicable to the gas in- 
dustry were also applicable to the elec- 
trical industry. Therefore, in stating 
that manufacturers might go over to the 
production of electrical appliances there 
seemed to be an implication of lack of 
confidence in the products of the gas 
industry, gas and coke, or in the sales- 
man. Therefore, it would be in the 
best interests of all to clarify or give 
the reason for such a statement, which 
seemed to him to be very wrong. 

Exnvressing complete agreement with 
Mr. Pickering’s remarks on coke, he said 
that as regards the coke trade they were 
absolutely dead. He would like to see 
more initiative and push in that con- 
nection. 


Mr. R. F. Knowlden (South-Eastern) 
said it was of particular importance that 
coke sales efforts should be directed to 
produce 1 eoke service rather than 
merely to sell coke. In that confidence 
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the question of coke complaints loomed 
largely. Complaints, of course, were or 
should be the exception in their dealings 
with the public, but they were impor- 
tant because they provided a measure 
of the quality of their service. The 
domestic coke consumer was becoming 
more price conscious, more _ exacting, 
and was less inclined to give heed to 
the industry’s problems and, quite 
naturally, when paying up to £6 or more 
per ton for fuel, he or she wanted to 
be assured of a reasonable supply of 
coke of reasonable quality. 


Mr. J. H. Hutton (Wales) said Mr. 
Ewart recognised that sales and service 
representatives were handicapped by ex- 
ternal conditions in the promotion of 
hot water appliance sales. He had listed 
them and had commented, ‘We manu- 
facturers only accept them as hindrances 
which must be overcome.’ Mr. Hutton 
added the following to the list: — 


(e) Increased cost of coal, which not 
only made for increased cost of 
gas, but also made people who had 
—™ boilers more conscious of 
them. : 


(f) Comparing 1938 costs with those 
of 1953, he found that certain hot 
water appliances had increased in 
cost (manufacturer/gas under- 
taking) approximately 255% for 
the instantaneous sink heater and 
190% for the multipoint heater. 


(g) Increased cost to consumer when 
fixing was included was approxi- 
mately 355% for the sink heater 
and 300% for the multipoint 
heater. 


(h) Increased rate wages/salary for 
(say) labourer/black-coated worker 
approximated to 155%. 


Face the Facts 


They must face all the facts before 
they could plan a policy for the ad- 
vancement of hot water appliance sales. 
The sales and service representative 
today was faced with the most difficult 
task of endeavouring to sell water 
heaters which had increased in costs 
300% to 355% to people whose incomes 
had increased 155% or thereabouts. 
The hindrances had a crippling effect. 


The position of gas hot water appli- 
ance manufacturers was recognised as 
serious. The gas sales and service repre- 
sentatives realised the position and, in- 
asmuch as they considered that gas was 
the best fuel for the water heating load. 
they were anxious to obtain that load 
for the gas industry. While not claim- 
ing to be competent to give the complete 
answer, he suggested for consideration 
the following as factors which would 
help to achieve that object: — 


(i) They must maintain every effort 
for the abolition of purchase tax 
and hire purchase restrictions. 


(ii) Hire purchase terms must be ex- 
tended and brought in line with 
consumers’ purchasing power. 


(iii) The gas industry must explore all 
possibilities towards reducing the 
costs of installations. 


(iv) The manufacturers must also con- 
tinue to examine the possibilities 
of producing an efficient water 
heating appliance at reduced cost. 





(For example, he asked whether 
there were suitable alloys on the 
market which were cheaper to 
use and yet would give the same 
appearance, durability, and effi- 
ciency as some of the metals now 
used. Al alloy metal, if prac- 
ticable, used in place of vitreous 
enamelled fittings could possibly 
reduce some of the high costs 
mentioned in Mr. Ewart’s paper.) 


(v) If standardisation would reduce 
costs and enable the gas industry 
to obtain the water heating load, 
then let them have standardisa- 
tion. 


Mr. C. H. Gilbert (South Western) said 
that one of the most disturbing factors 
in the search for new water heating 
business was that of the 5 mill. houses 
without a bathroom. Many of them 
were built at the turn of the century, 
when cleanliness was evidently one of 
the seven deadly sins, and only a 
minority of the occupiers had been able 
subsequently to give themselves the 
luxury of a bathroom. Furthermore. 
the general tendency now was to build 
council houses with bathrooms which 
were supplied with hot water from a 
solid fuel appliance, and the gas indus- 
try, hampered by restrictive publicity, 
etc., was endeavouring to ensure that 
tenants used a smokeless fuel, to every- 
one’s benefit. 


In the National Interest 


Undoubtedly it was in the national 
interest from every angle that the gas 
industry should be allowed completely 
unrestricted and better trading conditions. 
Given those conditions, they could forge 
ahead and help to stop the criminal use 
of coal in domestic grates and ensure 
that, by the use of the gas industry’s 
two fuels, they gave the housewives of 
our country a square deal. 


The excellence of Mr. Fisher’s paper 
was evident to all, and Mr. Gilbert 
associated himself whole-heartedly with 
his view on the recruitment and training 
of sales staff. For many years he had 
advocated that training was of no use 
unless they realised that sales personality 
was of paramount importance. While 
it was essential that some _ technical 
knowledge should be absorbed, it must 
not overshadow the real purpose, that of 
selling: and at that point he found some 
difficulty in agreeing that the Watson 
House training scheme was all that it 
might be. There appeared to be a lot 
of wasted time in providing training in 
practical fitting work over five weeks. 
That was not essential to a man con- 
cerned with all the aspects of selling, and 
the time could be better used in helping 
him to improve his English, his approach 
and speech, the last item being .very im- 
portant and sadly neglected. To allow 
for only two weeks in the 19 weeks 
course for salesmanship, even though it 
was concentrated on gas sales technique 
rather than general sales, was not 
enough by a long way. 


Dr. H. A. Blum (Ewart & Son, Ltd.) 
said Mr. Andrew had mentioned that, 
partly for economic reasons, the heat 
consumption when using gas was only 
60% of that when using solid fuel. As 
in this case the appliances were already 
installed, obviously capital cost did not 
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enter into the picture, and ‘economic 
reasons’ simply meant, in plain English, 
that the gas was too dear—too dear at 
least for most people to make full use 
of even an existing installation. 


If they wanted to achieve anything like 
the hot water load suggested by- several 
speakers, and which he considered was 
well within their reach, not only the 
appliances but also the gas used for water 
heating would have to be cheaper. 
There seemed no technical or commercial 
reason why it should not be cheaper. 
The hot water load was very equally 
distributed, was essentially off-peak, and 
was not likely to form peaks of its own. 
Also, it was generally a secondary load, 
mostly in addition to a cooker. Conse- 
quently, it cost very little in the way of 
distribution and other overhead charges, 
and gas for hot water could be supplied 
at a considerably reduced price which, 
at the same time, would leave a fair 
margin of profit. 


At present, he continued, the gas 
industry just about managed to break 
even; the water heater manufacturers 
hung on by the skin of their teeth; and 
millions of tons of coal and housewife- 
hours were wasted to obtain an adequate 
supply of hot water, while a considerable 
contribution was made to the pollution 
of the atmosphere. That that should be 
so was apparently the considered wish 
and will of their Governments, irrespec- 
tive of party, unless they were to con- 
clude that nobody was desired to wash. 

A tariff policy based on sound facts 
would give the gas boards a fair margin 
of profit, keep the factories busy, save 
coal, ease the work of the housewife, 
and reduce the emission of smoke. 


To Boil or Not to Boil 


Mr. Andrew, dealing with Mr. Craven's 
question on whether they needed to boil 
the water in washing machines, bearing 
in mind the large number of sales of 
unheated electric washing machines, said 
it was true that very many had been 
sold; but they should be clear about two 
quite different things. The heated 
machine not only boiled water, but 
heated water. The propaganda of the 
washing and laundry industry had tended 
to refer to higher and higher water 
temperatures, if not boiling, and they did 
not always get water from the kitchen 
tap at 130°, 140°, and 160°F. From 
that point of view a machine that heated 
was a good thing. Further, on the Con- 
tinent there was a large number of heated 
electric and gas-electric | washing 
machines, and it was true that the 
number of heated electric washing 
machines in proportion to the unheated 
ones had increased during the last five 
years. The electrical industry was split 
on the matter and was leading to some- 
thing that heated and something that 
boiled. 


On the technical side there was evi- 
dence that, if they never boiled the 
water, the whiteness of the clothes tended 
to fall off and there was greyness after 
three or four washes. Thus, if they 
had to boil occasionally, they must have 
the ability to boil. 


Replying to Mr. Phillips, he said the 
industry demanded that sulphur must go, 
and as a long term policy they were 
assured that it would go. How soon it 
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would go would depend on such factors 
as availability of steel, and so on. 


Then Mr. Howlett had asked what the 
enemy would do about the development 
of electrical appliances, whether their 
improvement would affect the competi- 
tive position over the next ten years, 
Mr. Andrew suggested that they should 
consider that matter from three points 
of view. First, would the relative eff- 
ciencies of the production of gas and 
electricity affect the position unfavour- 
ably to the gas industry? It would be 
wise to refer to- the Ridley Report, in 
which the gas industry had quoted the 
anticipated increases of efficiency: from 
the figures in the report the effect should 
not be unfavourable. Secondly, on indivi- 
dual appliances the gas industry had one 
advantage over electricity, that on heat 
transfer only the electrical appliances 
were round about 100%, and he did not 
think they would improve on that! The 
gas industry had a bigger margin in 
which to improve, and that would help. 
Thirdly, from the service point of view, 
could the electricians afford to step up 
their ratings to reach those of gas heat- 
ing? He found it difficult to believe 
that users of the ordinary domestic 
installations would accept ratings of 16 
or 20 kW. 


Bulk Storage 


With regard to the difficulty of bulk 
overnight storage, using current at cut 
prices, with the individual appliance it 
was a possibility. Bulk storage on a 
large scale, however, suffered two very 
considerable disadvantages—first the very 
high capital cost involved, and secondly 
the very real difficulty of pinning people 
down to a reasonable hot water consump- 
tion. He understood that one of the 
greatest difficulties in district heating 
had been to avoid waste—and waste 
would mean ultimately a high flat rate 
to the individual for the service he took. 
In the case of the individual appliance 
it would be rather a question of capital 
cost; the apparatus would have to be 
very well insulated. It seemed to him. 
partly as a guess, the indication was that 
for the next 10 years the position of the 
gas industry should be technically more 
favourable than that of the electrical 
industry. It should be remembered that 
the gas industry had the advantage of 
basic simplicity. 


Coming to Mr. Marshall’s question as 
to whether the weekly consumption 
figures meant anything, Mr. Andrew said 
they did, and they were practical figures. 
If they assumed a certain hot water 
demand in a certain way, that indicated 
the amount of gas that would be used. 


Mr. Ewart, dealing with Mr. Matthews’ 
question as to how the condensing type 
of heater would compare, as. regards 
maintenance and manufacturing cost. 
with the non-condensing type, said that 
all instantaneous heaters installed -up to 
the middle 1920’s were of the condensing 
type, and probably the maintenance costs 
would compare slightly more favourably 
with those of the non-condensing type. 
Perhaps a condensing heater might be 
manufactured at a somewhat lower cost 
than a non-condensing one. On the other 
hand there was the problem of the con- 
densation formed in use. 


(Concluded on p. 631.) 
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Coke Rationing to Continue 


Ee by Mr. Davip RENTON (Hunt- 
ingdon) whether the Minister of Fuel 
and Power had considered the possi- 
bility of de-rationing coke, the Parlia- 
mentary Secretary, Mr. L. W. JoyNson- 
Hicks, stated on March 9 that his right 
hon. Friend had decided regretfully that 
it would not be right to do this in 
present circumstances. 


Future of the B.I.F. 


Rumours that the future of the British 
Industries Fair is in jeopardy have been 
eflectively dispelled. Asked to make a 
statement on the subject, the President 
of the Board of Trade, Mr. PETER 
THORNEYCROFT, told the House that far 
from the Coronation year B.I.F. being 
the last, immediately it was over work 
would begin on preparations for the 
1954 exhibition, which would be held 
in London and Birmingham between 
May 3 and 14. In the meantime, the 
Exhibition’s Advisory Committee was 
studying the best method of organising 
the Fair in the longer term. 


Answering a further question, Mr. 
Thorneycroft said all practical measures 
were being taken to put the income and 
expenditure on a sound basis; the losses 
to date by no means indicated that the 
Fair had been a failure. 


Coal Gas Poisoning 


A slightly gloomy note was struck 
on March 12 when Mr. ALBERT ROBERTS 
(Normanton) asked the Minister of 
Health how many deaths had occurred 
during the past 12 months from coal gas 
poisoning. 


The latest available figures, replied 
Mr. IAIN MACLEOD, were for the 12 
months ended September 30, 1952. when 
there were 2.356 deaths registered. 
Asked whether he did not consider these 
figures rather alarming, the Minister said 
it was quite true that the trend in 
post-war years had been upwards: but 
an enormous proportion of the total— 
namely, 1,900—was suicides. 


Smokeless Zones 


Sir RatpH Gtyn (Abingdon) asked 
the Minister of Housing and Local 
Government how many local authorities 
had made application for the establish- 
ment of smokeless zones; what were 
the penalties for breaches of the regula- 
tions and to what fund were the fines 
allocated. 


Mr. HAROLD MACMILLAN stated that 
12 local authorities had obtained powers 
by local Acts for establishing smokeless 
zones, but so far only two zones were 
In operatinn—at Coventry and Man- 
chester. These two zones were limited 
in extent and sufficient time had not 
elapsed to enable the full effects to be 
assessed. The Acts imposed penalties 
not exceeding £10, or a daily penalty not 
exceeding £5. for infringement. The 
Min‘ster could not say into what funds 
any moneys recoverable under the diff- 


erent Acts were payable without making 
enquiries of the local authorities in each 
case, 


N.C.B. Enquiry Urged 


Over 100 Conservative M.P.s signed a 
motion, tabled in the House of Commons 
last week, demanding an urgent enquiry 
into the structure and administration of 
the National Coal Board. 


It also called on the Government, ‘as 
a matter of necessity,’ to take action to 
provide a national fuel and power policy. 
Heading the list of signatories were the 
officers of the Conservative Fuel and 
Power Committee. 


_The motion read: That this House 
views with acute concern the latest in- 
crease of 5s. 6d. per ton in the average 
pit-head price of coal, with all the 
dangers this must entail to the export 
trade and the additional burdens and 
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hardships it must cause to industrial and 
domestic consumers respectively of gas. 
electricity, transport and other essential 
national services; urgently calls for an 
inquiry into the present structure and 
administration of the National Coal 
Board; and calls upon her Majesty's 
Government as a matter of necessity to 
take action, consequent upon the reports 
already received, to provide a national 
policy designed to make a most efficient 
use of our fuel and power resources. 


The motion reflects growing dissatisfac- 
tion with the absence of Government or 
Parliamentary control over the national- 
ised industries and of effective machinery 
to represent consumer interests. 


Fuel Advisory Committee 


Mr. C. J. M. Avport (Colchester) en- 
quired whether the committee appointed 
to consider the organisation necessary 
to provide a more effective fuel effi- 
ciency advisory service for industry had 
reported and whether he was now in a 
position to make a statement regarding 
the implementation of its recommenda- 
tions. 

Mr. JoyNnson-Hicks replied that the 
committee hopes to report in the near 
future. 


THE DOMESTIC WATER HEATING LOAD (concluded from p. 628) 


The question by Mr. Phillips concern- 
ing the maintenance costs arising from 
sulphur in the gas had been dealt with 
by Mr. Andrew; Mr. Ewart believed it 
was a major factor in the cost of main- 
taining parts, particularly of instan- 
taneous water heaters. The formation 
of gum, etc., also had an effect, though 
to a lesser degree. 


The importance of efficiency and low 
maintenance costs had been emphasised 
by Mr. Gay. who had said that in the 
course of time the first cost of an 
installation would be forgotten by the 
user. That might be so, but they had 
to begin at the beginning. Experience 
showed that first cost was very important 
and in all too many instances it pre- 
vented the sale of the appliances. The 
lower they could get the first cost, put- 
ting the cost of maintenance on the price 
of the gas rather than on the apvliance, 
the better it would be for the industry. 
Mr. Ewart’s suggestion was that by in- 
creasing sales of gas, the gas industry 
would progressively reduce on-c»sts, 
which should give a margin to include 
maintenance costs in the price of gas. 


One of the major difficulties from 
which manufacturers were suffering was 
obviously the non-recovery of overheads 
on such very small sales. If the sale of 
appliances could be increased, overheads 
would be reduced, and the prices of 
appliances would be reduced. Avain, if 
the manufacturers were assured of good 
sales they could do what they were not 
able to do now—vlan production—and 
in turn they would be able to reduce 
labour and material costs, and altogether 
he believed a very useful reduction in the 
sale prices of appliances could be made. 


On Mr. Hutton’s statement that the 
cost of water-heating appliances to con- 
sumers, including the cost of fixing, had 
gone up 300% to 355%. he said it had 
surprised him; he would have thought 


that the prices of gas water heaters had 
gone up by a less percentage than had 
the prices of other commodities since 
the war, and he felt that a considerable 
proportion of the increase mentioned 
must be the increase in the cost of 
fixing, that the cost of fixing had in- 
creased by a very much greater propor- 
tion than had the costs of the appliances. 


Mr. Fisher said that the point had been 
made that, in view of the hire purchase 
restrictions, the deposit on an appliance 
might be as much as £7, or even more. 
In connection with the effort to sell 
water heaters now, one of the points he 


‘had wanted to make was to increase con- 


sumer contact, point No. 2 was enthu- 
siasm, and point No. 3 was commission. 
There was no doubt that it was very 
difficult to evaluate the salesman’s job 
correctly; but if salesmen were paid a 
good bread-and-butter salary and a cake- 
and-jam commission, some would be 
found to develop a taste for champagne 
and cigars: and it would pay. It was 
very difficult, if the present restrictions 
were to remain, to give advice on the 
matter. It was difficult to know whether 
the Chancellor maintained the 663? to 
prevent people spending money or to con- 
serve materials. 


Mr. J. W. Rodgers (North Western) 
proposed the thanks of the Conference 
to the authors of the five papers 
presented. 

Mr. F. P. S. Stammers (Director, Ascot 
Gas Water Heaters, Ltd.) seconded. He 
said to the Gas Council that the manu- 
facturers appreciated very much the 
opportunity to take part each year in the 
conference. And as they appeared this 
year to be somewhat critical, by reason 
of their circumstances, in the results of 
the selling by the gas industry, he added 
that next year, if the gas industry com- 
plained that they could not get appliances, 
they would take the criticism in what- 
ever form it was given. 
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GAS BOILERS FOR MATERNITY HOSPITAL 


AS has been chosen to provide cen- 

tral heating and hot water supply in 
the new Bowthorpe Maternity Hospital at 
Wisbech which is t6 be opened by 
H.R.H. the Duchess of Gloucester, on 
March 18. The installation comprises 
three 2 series 5-section ‘Rex’ boilers 
serving panel radiators throughout the 
hospital and domestic hot water calori- 


fiers. The installation was designed by 
the architect’s department of the East 
Anglian Regional Hospital Board, the 
Chief Architect being Mr. Guy Aldis, 
A.R.I.B.A., A.A.Dipl. The installation 
was carried out by the Fretwell Heating 
Co., Ltd., of London. The hospital will 
provide accommodation for 29 patients, 
together with nursing staff, etc. 





Eastern Price Unchanged 


LDERMAN R. TURNER, Chair- 

man, announced at a meeting of the 
Eastern Gas Consultative Council at the 
Connaught Rooms, London, on March 
16, that although the recent 6s. a ton 
increase in the price of coal will cost 
it an additional £493,000 a year, the 
Eastern Gas Board will not yet put up 
the price of gas. 

Mr. Turner said he had received a 
letter from the Chairman of the Board, 
Sir John Stephenson, stating ‘it would 
be wrong of me to give you the im- 
pression that the Board is satisfied that 
it can avoid a further increase in the 
price of gas. 


‘But we are anxious to keep any 
necessary increase to a minimum and to 
postpone it as long as possible, and, con- 
sequently, we have decided to leave gas 
prices as they are for the present.’ 


A Party of Students from the Atholl 
Crescent School of Domestic Science. 
Edinburgh, recently paid a visit to the 
Falkirk works of R. & A. Main, Ltd. 
Miss Marshall, a lecturer at the college, 
accompanied the girls on the tour 
through the various production depart- 
ments. Mr. W. P. Rae, Northern Sales 
Manager, and Mr. W. Blair, Foundry 
Manager, explained to some of the girls 
the features of the No. 20 ‘Century’ 
cooker. At the completion of the visit, 
the students were entertained at tea and 
were given as a souvenir of the occasion 
a brochure illustrating the activities of 
the Main group of companies. Miss 
Marshall expressed appreciation of the 
company’s hospitality. 


NORTHERN 


Fe spite of the recent 10% increase 
in the pithead cost of coal, the North- 
ern Gas Board is not to increase its 
published price of gas, but the position 
will be reviewed in six months time. 
To meet the extra £410,000 a year re- 
sulting from the rise in coal prices three 
steps are proposed by the Board, Mr. 
E. Crowther, Chairman, told members 
of the Northern Gas Consultative Coun- 
cil at a special meeting in Newcastle on 
March 9. The Board, he said, intends 
to discontinue the 5° prompt payment 
discount now allowed to credit con- 
sumers and leave it to their honesty 
and sense of good faith to pay their 
accounts. 


In the second place, the public light- 
ing discount is to be reduced from 25 
to 20%. The third proposal is to in- 
crease the supplementary charge on the 
first 30 therms per quarter sold through 
pre-payment meters by a halfpenny per 
therm. 


The Council endorsed the proposals 
which were described by Mr. R. 
Cookson, of Newcastle, as ‘extremely 
courageous.” 


Mr. Crowther, in addressing the Coun- 
cil, said that the coal price increase 
might work out at even greater than 
£410,000 if carriage charges or prices 
of materials such as steel and fire bricks 
also went up in cost because of the 
extra cost of coal. 


The £410,000 could be met if an in- 
crease was made of one penny per therm 
all round, but if this were done we feel 
that we might discourage the sale of 
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Foreman Fitters’ Visit 


T HE Stechford factory of the Parkin- 
son Stove Co., Ltd., was visited on 
March 4 by a party of 12 foreman gas 
fitters from the East Midland Gas Board’s 
training centre at Long Eaton. The visit 
formed part of a newly-instituted series 
of refresher courses for foreman gas 
fitters drawn from all over the 6,400 sq. 
miles of the East Midlands area. 


The party first saw examples of Parkin- 
son products in the new transportable 
showroom, and were then escorted round 
the factory by Mr. K. H. Hollingsworth, 
the firm’s Midland area representative. 
They visited the foundry, machine shops, 
and enamel mixing room, and saw com- 
ponents of ‘ Renown’ cookers being fired 
in the factory’s recently built giant gas 
furnace. 


Highspot of the visit was a_ special 
review of Parkinson’s new luxury cooker. 
The visitors spent three quarters of an 
hour inspecting the many novel features 
of this cooker and commented favour- 
ably on its efficiency and stream-lined 
design. 


The tour ended with tea in the works 
canteen, where Mr. P. J. Bunker, the 
Chief Training Officer of the East Mid- 
land Gas Board, expressed the party’s 
thanks for an interesting and instructive 
visit. Further parties of foreman gas 
fitters will be shown over Parkinsons fac- 
tory at monthly intervals throughout the 
summer. 
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gas,’ declared Mr. Crowther. ‘At the 
same time we feel that if we can do 
something to stop the inflationary spiral 
which has been going on for some years 
and absorb some of the burden of this 
increase ourselves we shall be doing a 
service both to the public and to 
industry.’ 


The position will be reviewed in six 
months time and much will depend on 
the support which the Board has re- 
ceived from its consumers in the form 
of increased business during these 
months as to whether gas prices can be 
maintained at their present level, said 
Mr. Crowther. ‘We are budgeting for 
a deficit in 1953-54, In our first four 
years we have had a small profit margin, 
but we are now prepared to take a 
chance,’ he added. 


The Chairman of the Council, Alder- 
man Joseph Hoy, said they wanted con- 
sumers to realise that these proposals 
were being put forward with a genuine 
desire to stem the ever-increasing tide of 
rising prices. 


A Lecture on the principle and instal- 
lation of the ‘Sapphire’ balanced flue 
heater was given recently by Mr. R. 
Boorn, of Cowper Penfold & Co., Ltd.. 
to the district inspectors and fitting staff 
at Lincoln, the meeting being attended 
also by personnel from Boston, Scun- 
thorpe, and Gainsborough. Lantern 
slides were used to illustrate the various 
methods of fixing and provided details 
of some typical installations. 





